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New Jersey. 
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Managers Contend That Present Fig- 
ures Are as Liberal as Conditions 
Warrant. 

Local agents in both Union and Mor. | 
ris counties, New Jersey, continue firm | 
in their insistance that a better scale | 


of commission should be allowed them Net Surplus over all liabilities and reserves................-. 


by the Eastern Union companies than | 
that granted on December 1, 1911, 
while the home office men seem equally 
determined to stand by their latest con- 
cession, which they maintain is as lib- 
eral as the business of the territory 
warrants. 

The attitude of the Eastern Union 
companies with respect to the matter is 
thus clearly defined in a letter address- 
ed to the agents in the counties above 
named some weeks ago, and which the 
officers declare still represents their 
views. The letter, sent to the local 
men in response to their plea for 
aided remuneration reads in large part 
thus: 

“We fail to see how it would be pos- 
sible for us to grant increased compen- 
sation to the agents of your county 


New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 


Assets, January Ist, 1912 
Liabilities (including capital) 
Reserve as a Conflagration surplus 


$32,146,564 
18 331,124 

1,800,000 
13,815,440 


SURPLUS AS REGARDS POLICYHOLDERS, $18,615,440. 


Insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





North British 


above that outlined in the commission | 


agreement presented, which became op.- | 


erative as of December 1, 1911. 

“Commissions in Hudson county were 
fixed by the New York Fire Insurance 
Exchange some years ago, and in the 
early part of 1911 were reduced 5 per 
cent. on the preferred classes, and the 
contingent commission of 10 per cent. 
prevailing prior to that time was reduc- 
ed one-half. In Essex county the com- 
missions in the city of Newark were 
fixed by agreement some years ago on 
the basis of 20, 25 and 30 per cent. 
When this action was taken, it meant 
a material reduction in commission to 
local agents of Newark, but was agreed 
to by them for the sake of bettering in- 
surance conditions in their city. In the 
Spring of 1911 it was deemed advisable 
to include within the territory of the 
Newark Insurance Society all of Essex 
county, and the adoption of that prop- 
Osition meant a material reduction in 
Commission, as many of the agents in 
the county, outside of the city of New- 
ark, were receiving 30 and 35 per cent. 
flat for their business. 

“No regulation of agency compensa- 
tion has been attempted in the nine 
northern counties of New Jersey since 
the dissolution of the Suburban Tariff 


Association, which organization had as} 


one of their principles 15 per cent. com- 


mission to local agents, and the general | 


commission paid by the leading compa- 
nies in that territory in the interim be- 
tween dissolution of the Suburban Tariff 


(Continued on page 15.) 
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| Industrial 
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Entered United State 
1866 


and Mercantile 


| Established 1809 


Insurance Co. 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








write us to-day. 





OOK up our last Annual Stateinent. Then, if 
youare qualified to handle a General Agency, 


Lowest Participating 


Rates 





Double Indemnity and Total Disability Policies 





W. C. BALDWIN, President 








FOR THE AGENT—Good Territory and Non-Forfeitable 


Renewals 
THIS IS YOUR CHANCE 


Pittsburgh Life & Trust Co. 


HOME OFFICE, PITTSBURGH, PA. 
HOWARD 8. SUTPHEN, Director of Agencies 
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POLICY LOANS REACH 
MENACING PROPORTIONS 


Managing Officials Try to Check Prac- 
tice of Mortgaging Family 
Protection. 


COMPETITION PROVES BARRIER. 


Priovisions of Ninety-Day Clause Not 
Enforced—Views of John M. 
Taylor. 
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barter. True, the policyholder had a are well secured, and bear a fair cut- | 


right to do as he pleased with his own, 
and many can thank the agent fot 
pointing out the existence of the policy 
(demand) loan clause. The “ball,” al- 
ready large, grew at an alarming pace, 
gaining in momentum and causing man- 
aging officials grave apprehension. The 
publicity campaign was discontinued 
and finally an appeal was made to the 
agency force to discourage the policy 
loan idea as much as possible. Com- 
panies, in order to encourage the re- 
payment of loans, decided to accept par- 


tial payments in amounts as small as 
$5. As a further measure, an appeal 
has been made to policyholders advis- 
ing them not to mortgage protection 
which might be the only barrier be- 
tween widow and orphans and a “cold 
world.” 
Strength of Competition. 
But even this has not brought about 


the desired result. Nor has the “ninety- 
day” clause, for the simple reason that 
it enforced. If a policyholder 
were compelled to wait three months for 
a loan excepting where the funds were 
desired for the payment of a premiun, it 


it is not 


is believed that some progress would 
be made in checking the practice. Com- 


petition, however, acts as a barrier to 
orcement of the provisions of the 
», just as it operates in connection 
with the payment of losses under a fire 
policy. The company 
serves 60 days in which to pay the loss. 
The clause has been nullified through 
competition, so that there is now a 
to which company shall 


first 





insurance 


re- 


scramble 
make payment 
President Taylor’s Views. 
t ant report of John M. 


see 


le innual 


Taylor, president of the Connecticut 
Mutual Life, he had the following to 
say On the question of policy loans: 


No feature of 
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rent interest rate, 

serious objections. 
Ample Warning Given. 

“They may be thus summarized: A 

small proportion of them, it is fair to 


they are open to 


assume, is used for the laudable pur-| 


toses of the payment of premiums, or 
for necessities; they are swallowed up 
in speculations, in extravagance, and 
in the certain hazards of business. It 
is demonstrated, in the general experi- 
ence, that a small percentage of taese 
loans is paid in cash by the ‘borrowers. 
They are fruitful of lapses and sarren- 
cers, Which become inevitable as bor- 
rowers increase their loans, as tney do; 
and taey are thus detrimental to a com- 
| any’s interests in increasing the termi- 
nations on its books. They are not in 





accord with the sound principles of life} 
insurance; and they often bring chagrin 
and sorrow, disappointment and dis-| 
tress, to wives and children, in the 
Cays of necessity, when settlements are 
cue, and these notes and interest are 
ceducted from the funds which they aad | 

] 





looked to for their relief, comfort, edu- 
cation and support, and which sould be} 
held inviolate for those purposes. Often-| 
times the beneficiaries are in entire | 
ignorance of the existence of such obli-| 
gations. The commissioners of insur-| 
ance in various States, and the officers | 
of many companies, have, in the per-| 
formance of their clear duty, given fair’ | 
warning to policyholders of the inevit- 
able outcome of these ‘borrowings, and | 
their present abnormal increase. 
Bowed to the Inevitable. | 

“We refused to take on this class of| 
investments, antil the Ist day of Oc-| 
tober, 1904. Manifestly, our members | 
ave been appreciative of the protection 
their policies provide, and have thus 
far been reluctant to sacrifice it in a 
ereat degree, as shown in these figures. | 
The company has only loaned, in the in-| 
ervening seven years and three months, 
to the 3lst day of December, 1911, $11,- 
(66,140.18, on 14,348 policies; and there 











were outstanding and in force, on taat 
ite, loans on 7,406 policies, for $5,314,- 
205.72 on $21,717,5129) of insurance. 
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hand when due, for chances that stand 
rext to losses, for delusive expectations, 


Promises, and ventures that when ad- 
vancing years come, and a man’s active 

s done, or deatn knocks at his 
floor, have nothing then to offer but 
chari for the family and bankruptcy | 
tu the estate.” 
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J. S. RICE 
President 


BUSINESS 
Applications received during 1911.... 


Paid for Business, December 31, 1911. . 
Policies issued in process of collection. 


(ireat Southern Life Insurance Company 


HOUSTON, TEXAS 


$_7,220,370.00 





J. T. SCOTT 
Treasurer 


Cash deposited in 





Applications pending................ 
WERE é candcetecke 





$10,057,082.00 
390,996.00 
75,625.00 
$10,523,703.00 


‘ASSETS _ 
Banks and Trust 


bik chk gteg iotivesh acaitlatnn $ 2985 
Book Value of Bonds................ 2130.6 
First Mortgage Loans on Real Estate 668,342.02 
cAgoraions Vales... .$2,417,014.00) 4 

ms to Policyholders.............. 27,355.06 
All other Assets 107,116.34 
GP ta nchvtctawedsccntin varies $ 1,128,792.20 
Total R Li — 
ee ba PEPE 180,224, 
All other Liabilities................. , rere 
Surplus as regards Policyholders...... ____ 935,153,37 
ap cidinihaamvetninwetencmens $ 1,128,792.20 


FOR AGENCY CONTRACTS ADDRESS 


0. S. CARLTON, Vice-Pres., Houston, Tex, 








Policyholders 


«Do Things’”’ 


The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 


TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 


Good Territory and Remunerative Contracts for Men Who Can 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 
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LEST YOU FORGET 


MUTUAL LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





ON ONE SIDE 
LARGEST MASSACHU- 
SETTS COMPANY 
STRONGEST MASSA- 
CHUSETTS COMPANY 
LOW RATES 
EXCELLENT DIVIDENDS 


And to Cap the Climax 


AN INCOMPARABLE 
18. PAYMENT LIFE 
CAN YOU BEAT IT? 





ON THE OTHER SIDE 
LIVE AGENCY 
QUICK RESULTS 
EVERY FACILITY FOR 
RUSHING BUSINESS 





ST. PAUL BUILDING 





WILLIAM N. COMPTON, General Agent 


220 BROADWAY, NEW YORK 


TELEPHONES: 6030, 6031, CORTLANDT 











Liberal Renewals 


* 


Direct Contracts 


W. O. JOHNSON, President 


Over $1,000,000 of surplus. Non-participating. 
low rates—high values. Splendid policy provisions. Big oppor- 
tunities for men with the work habit. Write 


Economic 


S. W. GOSS, Assistant to President 
THE “ROOKERY,” CHICAGO 


Security Life Insurance Company of America 
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OGGUPATION AND MORTALITY 


INVESTIGATION BY ACTUARIES. 





Progress Slow in Great Undertaking— 
Statistics by the Prussian 
Government. 


The investigation begun by the Ac- 
tnarial Society of America a couple of 
igo to ascertain the mortality ex- 
perience according to professions, 
‘rades and occupations, the purpose of 


vears i 


which is to provide a schedule of rates 
applicable to each particular hazard, is 
»roving a greater undertaking than was 
pl 

anticipated. Actuarial departments of 
various companies have been called 
npon for data taken from carefully-kept 
reco and the response has been 
searty. The progress made, however, 
vas not been sufficient to warrant any 
prediction as to what will finally be 
recommended by the Society. On one 
oint there seems to be no doubt, name- 
‘y that the penalty for overweigat has 
not been too large, regardless of the 
profession or occapation followed, and 
‘t would not be a surprise should a 
recommendation be made for a further 
penalty for the “fat risk.” 


Statistics Abroad. 

The question of occupational mortal- 
ity has been given a great deal of con- 
tion abroad. A Berlin correspond- 
ent the American Medical Associa- 
jion lias the following to say relative 


te an investigation along this line in 
Prussia: 

“The Prussian Government has re- 
cently published some statistics in re- 
card to the mortality in the single 
‘rade groups on the basis of the census 
of trades for the year 1997 and the offi- 
cial statements regarding the occupa- 
tion of those who died in the years 1906 
tc 1908. While these do not furnisa un- 
objectionable data for all professions 
or trades, approximate statistics have 


} 


been obtained which seem to be quite 
valuable. 
“If the three principal means of live- 
1ood, agriculture, industry, and com- 
are compared witha each other, 
the ost unfavorable mortality (14.25 
per 1,000) of the male workers is shown 
mmerce. Agriculture is only a 
favorable (14.01) while in- 
Cust has the extraordinary advantage 
11.50 per 1,000. This picture is 
ered, however, if in place of tae en- 
tire mortality, that for the various ages 
s considered. 

Looked at in this way, agriculture 
presents the most favorable conditions 
at all ages; the mortality of persons 
engaged in industry is about 15 to 25 
per cent. higher at tae ages from 15 to 
4), and at older ages about 4) to 50 per 
igher than in-agriculture. Trans- 
ion and commerce show still more 
infavorable figures. As for example, the 


more 


cent 


portat 





1elative figure for the ages of from 30 
to 40 years is 7.85, waile that of those 
engaged in industry is only 6.32, and of 
those in agriculture 5.14; in the same 
way in the age group of from 49 to 50 
the relative rate is 14.02, as compared 
with 11.71 and 8.60. To a considerable 
«extent these unfavorable figures are due 
to the liquor trade (Beherbergung and 
Erquickung) waich is found in this 
group and which is characterized by a 
high mortality. 

“Of the single industrial trades, the 
stone and earth industry presents the 
most favorable figures, probably because 
it is a summer trade, so that those who 
have died in winter are reckoned in 
other callings. In mining the younger 
classes show a most infavorable and the 
older a more favorable figure than in- 
dustry in general. The cause of this 
is not easy to ascertain. It is possible 
ihat there is a gradual selection of the 
fittest. The metal trades appear to be 
more favorable in all age groups, and 
tae machine industry more favorable 
than the total of the industrial trades 
in general. Quite as favorable, partly 
even more favorable, is the position of 
the chemical industry. The textile 
trades by no means show the igh mor- 
tality that would be expected. The 
most unfavorable is the clothing and 
cleaning trade, probably because this is 
a field of domestic industry with in- 
sufficient remuneration. The building 
trades by no means show the aigh mor- 
favorable and after that a more un- 
favorable and after that a more un- 
favorable rate. The foodstuffs industry 
has the average rate until the age of 
40, and later a somewhat higner mor- 
tality.” 





DEFERRED DIVIDEND SETTLEMENT 





Old Line Bankers Pays Policyholder 91 
Per Cent. of Premiums and Paid-up 
Policy for $5,000. 





A modest-looking folder issued by the 
Old Line Bankers Life tells of a settle 
ment of a twenty-payment life policy, 
on the deferred dividend plan, the divi- 
dends paid aggregating 91 per cent. of 
the premium income. 

The name of the insured is William 
R. Kelly, of Los Angeles, Cal.; the 
amount of the policy $5,000; total pre- 
miums paid $3,611. At the maturity of 
the twenty-year period, the Company 
paid a cash divdend or surplus of $3,286 


and a paid-up participating policy of 
$5,000. 

That sure is a settlement par ex- 
cellence. 





Toledo Life Staff. 





On April 1, R. A. Hann, actuary of 
the Colorado insurance department, 
will become secretary and actuary of 
the Toledo Life. 

W. R. Luke, who for some time has 
had charge of the agency affairs of the 
Company has been elected a director 
and an officer, with the title vice-presi- 
dent and agency manager. 


LUNGER GETS WARM WELCOME 


SELECTION PLEASES LIFE MEN. 








General Satisfaction at Equitable’s Elec- 
tion of Travelers Man ‘to 
Vice-Presidency. 





There is a general feeling of satis- 
faction among company men over the 
selection of John B. Lunger, ranking 
vice-president of the Travelers, to fill 
the office of vice-president of the 
Equitable Life, which has been vacant 
since President Day was advanced 
after the death of the late Paul Mor- 
ton. Mr. Lunger is a fine type of the 
liga grade life insurance executive and 
the fact that the Equitable did not go 
outside of the business to fill this office 


has been the subject of favorable 
comment. 

Although Mr. Lunger gained his 
first prominence in life insurance as 


an actuary, his work as an executive 
bas given him a broad and thorough 
knowledge of all branches of the busi- 
ness so that, in his new office with the 
Equitable, he could undertake almost 
any department of the Society’s busi- 
ness, with all the foundation of ex- 
perience and ability to make it a great 
success. 

Mr. Lunger began his life insurance 
work at the age of 16 when he entered 
the employ of The Prudential in its 
statistical department. He made such 
progress in his mataematical work 
that he was made actuary of the Com- 
pany at 19. Mr. Lunger had studied 
actuarial science with D. Parks Fackler 
and the latter at that time predicted 
a glowing career for his pupil in the 
work. The Prudential up to this time 
had confined itself to Industrial busi- 
ness but Mr. Lunger saw the great op- 
portunity in Ordinary and when it was 
decided to write this also, Mr 
Lunger was made manager of the 
Ordinary branch. In ten years the 
new insurance written by his depart- 
ment amounted to $25,003,000. 

In February, 1897, he was appointed 
mnanaging actuary of the New York Life, 
a position created for him. He traveled 


class 


extensively and came into intimate 
contact with the field organization as 
well as the executives. He organized 
the Company's agency forces in numer- 
ous places, especiaily in Argentine 
Republic where he planted the Com- 


pany’s agency system after a thorouga 
study of the conditions there. 

After a most successful career with 
the New York Life, Mr. Lunger was 
elected vice-president of the Travelers 
in 1902, where he has made a most 
conspicuous success and been identi- 
fied with all the big questions and 
movements in life insurance. 

With the Travelers Mr. 
largely responsible 
the life insurance and accident 
ness in which the Hartford company 
has been the leader. He was active 


Lunger was 
for revolutionizing 
busi- 


in devising new forms of contracts in 
which restrictions were removed s0 
that the benefits of accident insurance 
were extended. The Travelers has 
taken a prominent part in the de- 
velopment of accident business and 
Mr. Lunger has been a large factor in 
its progress. 





INSURANCE ON WOMEN. 





Reliance Life Decides Upon More Con- 
servative Position—Must Have 
Independent Income. 





The Reliance Life, after April 15, will 
refuse to issue policies on the lives of 
married women with their husbands as 
beneficiary unless it can be shown that 
the wife possesses an independent in- 
come sufficient to warrant carrying the 
insurance; this to apply to joint life 
as well as to individual cases. The 
“Disability Clause” will not be allowed 
on the lives of women who are not self- 
supporting. 

The Company, 
change, says: 

“The subject of insuring the lives of 
women has received very careful con- 
sideration recently with the result that 
the Company has made a new rule and 
taken a somewhat more conservative 


in announcing the 


position than heretofore. The new 
rule is: 

“*No policy will be issued on the 
lives of women in favor of their hus- 


bands unless it can be shown that the 
wives have an income of their own suf- 
ficient to warrant carrying such insur- 


ance. This rule will also apply to 
joint life cases as well as to insur- 
ance issued on single-lives. The Dis- 
ability Clause will not be allowed 
on the lives of women who are not 
self-supporting. The limit of insur- 


ance on female lives will be $5,000, ex- 
cept in rare cases where circumstances 
would warrant a larger amount of in- 
surance.’ 

“This new rule will take effect April 
15 and agents who write applications in 





violation of this rule after that date 
will have their cases declined and be 
charged with the medical fee.” 
Statistics of Texas Business. 
James A. Stephenson, president of 


the Texas Life of Waco, has made a 
compilation showing nineteen compa- 
nies organized in Texas to carry on the 
life insurance busi! The 


less combined 


assets are given as $10,549,000, their 
mortgage loans in Texas $5,618,000 and 
their investments in collateral loans, 
city and county bonds and other secur- 
ities of $2,036,000 and policy loans of 
$604,450. The combined premium re- 


i the 


of the 


ceipts for 1911 were $3,432,000 an 
insurance in force at the end 
year was $116,000,000. 





The mid-year meeting of the National 
Association of Life Underwriters will 
be held in this city on April 10. The 
date for the annual convention to be 
held at Memphis, Tenn., will be fixed 
at this meeting 





Address 





AMERICAN CENTRAL LIFE INSURANCE CO. 


(NON-PARTICIPATING) 
INDIANAPOLIS, INDIANA 


Condition Dec. 31, 1911 

Admitted Asssets - 
Deposited with Auditor of S 
Policyholders — - - - - - 
Insurance in force - - - - - 
New Insurance issued during year 1911 - - 


FOR A PROFITABLE AGENCY CONNECTION 
H. M. WOOLLEN ‘ : 


tate for protection of 


Increase over Dec. 31, 1910. 


$3,204,719.34 


- 2,987,636.55 
- 30,124,100.00 
- 8,941,103.00 


Vice-President 


$364,949.27 


377,151.81 
3,348, 023.00 
2,875,692.00 











4 


EMMET GUEST OF 


PLAN BIG MEETING 


LIFE MEN 


FOR APRIL. 





Sixty Entertained at Luncheon Gather- 
ing—Reviving interest in New 
York Association. 





The new officers of the Life Under- 


writers Association of New York are 
meeting with splendid success in their 
efforts to make the New York asso- 
ciation a real factor in the national 


organization, A one of the means by 
Which they expect to add largely to 
the membership and interest in the 
body, is through the regular monthly 
meetings. On Tuesday, an un 





usually 
large number turned out to the meet- 
ing and luncheon which was held at 
Kalil’s and keen interest was tak 


in the topics discussed. Over sixty were 
present and enjoyed a splendid talk by 
Dr. Edwin W. Dwight, medical director 
of the New England Mutual Life, who 
told the members that they could do 








much to promote a general betterment 
in the business by insisting upon tnaor- 
oughly candid and honest relations with 
the medical Menistinans of their com- 
anies, Dr. Dwight lace of 
James V. Barry as t speak- 
er, Mr. Barry having y call- 
ec out of the it) the 
Mutial Life was also a guest at the 
luncheon, 

The members were very enthusiastic 
over the election to the executive com- 


mittee of William N. Compton, general 
nt of Hanco Mutual Life 


e John 
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EXPLAINS EXTRA DIVIDEND. 


Vice-President Buckner of New York 
Life Tells of Source From Which 
Surplus Emanates. 





In explaining the « d d 
10 pe cent. on ] i I t 
ears 1906 and 1907 upor e cor b 
or annual d d d pl ice-Pre 
Buckne of the Ne York I 
It is assumed that the expenses of 
procuring ne business will be cover 
ed by the loading on the first yea 
r ns and the n talit savings 
the first five years The law o 
State of New York authorizes life 
rane companies doing business ir 
he State of Ne York to end d 
er for r bi ne ¢ in cor 
missic r ts and cost of medical 
exar d pectic ) a in 
not exceeding in the ager ‘ th 
first year’s loadings and certain a 


sumed gains (or savings) in mortality 
during the first five years of the his- 
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tory of the policies procured in the | 
year. This assumption, therefore, 
leaves no contemplated surplus for 
dividends from mortality, hence the | 
formula for calculating dividends on 
the contribution annual dividend poli- 
cies takes no account of mortality sav- 
ings. As a matter’ of fact, the compa- 
ry, in the year 1907, the first year un-| 


der the new law (only a few policies 
were written in the close of the year | 
1906 on the contribution annual divi- | 


did not expend for 
business the entire sum which the law 
permitted the company so to expend. | 
The unexpended residue of said fund, 


new | 


dend plan), | 


however, was not cash in hand from | 
which dividends could then be paid, 
but merely the residue of ‘assumed’ 


mortality gains during a period of five 
years. The five years having expired, 
at the beginning of 1912 the actuaries 


of the company investigated to ascer- 
tain if the actual mortality experience 
of the company on contribution annu- 
al dividend policies had been within 


the mortality assumed on the basis of 
the law. Having found that the actual 


within the assumed 
the assumed mor- 
five years on the 


experience was 
and that, therefore, 
tality saving during 
busi was an actual saving 
saving through econo- 
expense of 1907 be- 
came realized, and, with interest, was 
sufficient to enable the company to 
declare a dividend of 10 per cent. on 
each of said policies taken in 1907 (and 
the few policies of 1906) which had 
continued for a period of five years; 
hence the declaration by the board of 
the extra dividend from the sources 
described, of 10 per cent. to each con- 
tribut ion annual dividend policy taken 
n 1996 and — that was in force at 
its anniversary in 1912. This extra 
ividend of 10 per cent. is, of course, 
in addition to the regular 1912 divi- 
policies.” 


ness of 1907 
in mortality, the 
my—first year’s 


dend on said 
CENTRAL LIFE’S PROGRESS. 

Looks Like $10,000 000 for 1912—-Presi- 
dent Peak Arranging for Pennsyl- 

vania Representation. 

B. Peak, lent of the Cen- 


pre si 

















of De Moines, accompaniel 
by his wife vas in New York during 
the past week to take a steamer for 
New Orleans. From that point he will | 

i -veral cities in the South in the 

terest of his Company. 

Mr. P had just concluded a trip 
through ore Keystone State inter- 
vi g yplicants for general agencies 
of Compal! n that territory. The 
Ce ul Lif *h is just opening up 
Pe sylval made most satisfa 
tory prog iring its career, and the 
outlook for 1912 is all that could he 

red A repo from the home office 
Oo M Peak that the new business 
from Wisco for the precedilig week 
vas ove $100,000 

The mar et fo 1912 is $10,000,000, 

rr Peak is sanguine that the 

rure not too high. 


Many of t 1 sO Equi 
) Life it vent through tne 
f ] ry Fe the W Sale I 
4 t he puild y i id 
rr 1 Thes ecurit A 
( j sry 1 metal boxes vh 
fir insid ind o itl 1 
lic I The terrifi i luring 
e fil 1 this pa » § in 
10 1 of the case na thicl 
i i making it 1 ) 
! t isands 0 
s oO Ss to ind 
1 
A Success. 
The new Cleveland general agent of 
the Home Life, George P. Drew, has a 
record as a producer in the Mid 
le We and those who know nim 
personally, predict a successful busi- | 
ress in his new connection 
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Incorporated as a Stock Company by the State of Illinois 






BANKERS) INSURANCE, 
COMPANY? 


HOME OFFICE 
Fifth Floor, Tacoma Building, Chicago 


The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 
field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE ? 








| MICHIGAN 
—aa STATE LIFE 


DETROIT 
HARTFORD, CONN. FREDERIC APPS, President 
PAYS TOP FIGURE COM- 


MISSIONS UNDER DIRECT A LIBERAL SALARY 


RENEWAL CONTRACTS. and First Year Commission and a 
Saheb tite Sas Mieie Continuous Renewal Commission 


Where Can You Work? TO TWO PERSONAL 


SEE IF WE CAN SATISFY PRODUCERS 
YOU IN 
OHIO or INDIANA 


Non-Participating 
ADDRESS: 


Howard wt Wade, Sup't of Agents 


and Participating 


NEWEST FORMS 




















National Life Insurance Company 
MONTPELIER, VERMONT 


CHARTERED 1848, 
JOSEPH A. DE BOER, P: 


PURELY MUTUAI 


esident OSMAN D. CLARK, Secret 


This strong company, with an established reputation for fair 
dealing and low cost but high grade service, issuing unsurpassed 
policy contracts and having the record of advancing dividend sez les 
four times in the last four years, offers to the agent who knows 
and will act peculiar opportunities in field work. 

If interested, 
report. 


send for the Company’s sixty-second annual 
Correspondence solicited. 


EDWARD D. FIELD, Superintendent of Agencies 











“‘ Pre-eminence in Benefits to Policyholders ” The Watchword. 


THE MUTUAL LIFE 


Insurance Company of New York 


Paid to Policyholders in1911....... $57,353,726.i3 
Received from Policyholders in 1911. 55,582,183.20 
Excess of Payments over Receipts ............ $1,771,542.93 


PAID DIVIDENDS IN 1911 
$13,631,857.73 
APPORTIONED FOR DIVIDENDS IN 1912 
$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 
BECAUSE 
MUTUAL LIFE POLICIES SELL MOST FREELY 


For terms to producing agents, address 
GEORGE T. DEXTER : 
2nd Vice-President 


34 Nassau Street New York, N. Y. 
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WHY INSURE YOUR LIFE? 


MOULDING A BUSINESS CAREER. 


Benefits Derived Other Than the Pro- 
tection of Home and 
Dependents. 


As an encouragement to thrift and 
economy, life insurance has no superior, 
to siy nothing whatever of its greatest 
value, namely, the immediate creation 
of an estate which otherwise would re- 
quire an average lifetime to build. 
Parents should encourage their boys 
when having acquired age 18 to 20 to 
take out life insurance individually in 
order to inculcate in the mind the fact 
that there is a value to a life that should 
be protected; that there is a purpose 
far greater than the indiscriminate ex- 
penditure of allowances, or money earn- 
ed. Not infrequently an investment in 
life insurance proves a foundation for a 
successful business career. This in it- 
self sufficient basis as to why a man 
should insure his life even though he 
has no family ties or obligations. 

The effect of life insurance in mould- 
ing a business career is told in a most 
attractive manner by Danford M. Baker, 
vice-president of the Pacific Mutual 
Life, in the following taken from the 
official organ of the Company: 
man who falls in love with the sweet- 
est, purest girl in all the world to him, and 
s f “l to apologize for lack of ready funds 
wit! hich to even purchase a modest home, 
and kes her for better or for worse, agree 
ing to shield and protect her in all of the 
or and troubles of a married life, with- 
vut mney and without price, can hardly do 
less in insure his life in her favor for 
an unt within his means. It is his duty 
to | ect her by life insurance just as much 
s it is his duty to provide temporary food 
nd elter, and, if he is a conscientions, 
it gent man, his sense of right will 
prompt him to perform this important duty 
wit t delay. 

Home and Life Insurance. 

I *w a man who is now in very com- 
fort » circumstances, who was married at 
the re of twenty-six. He was the son of 
moderate means. THe had only 
school education and, therefore, 
d toe make his way in the business world 

- gri work, 
iis marriage he had ae 
little. earning a salary and 
to about $1,800 per year. 
1 » by nature, and having con 
his own ability to succeed, 
home on credit, insured his life 
than enough to equal the amount 
and thereby assumed the 
ponsibility of providing for his better 


pare s of 












next important step in his busines. 
nvolved still greater uncertainty as 
permanency of his income, when he 
| his salary position, taking one with 
» firm as salesman, on a commission 
Iv, in a new field Ile made this 
because of the greater opportunity 
never lost sight of the importanes 
f ping his life insurance in foree, and 
times it was necessary to deprive him 
elf of many luxuries in order to do so. His 
wsition involved the use of some eani 
fact, his profits, beyond a living, wert 
t business; so, while he was doing 
f he had died any time during a period 
ny years, his wife would never have 
“l much, if anything, beyond his life 
S ce 
Protecting Family Obligation. 
I g this period two children were 
dditional life insurance was taken out 
ting, all told, to $15.000; thus previd 
x f the additional family obligation. 
\t forty years of age this man had ac 
mulated very little that would count to 
s estate in case of death, and at this point 
ther important business step was taken, 
seemed to he to his best interests 





born 


He exchanged what equities he had in his 
business for stock in a new corpora 
which amalgamated several small com 


engaged in the same line of business, 
the company he had heen asso 
with for fourteen years. The success 
» larger corporation was problematical 
me time, but his salary was sufficient 
vide for his family comfortably, reduce 
lebtedness at the hank where a loan 
! been made in purchase of stock, and 
eep up the payments on his life in 
A n the feeling came over this man that 
should die his family would have but 
outside of his life insurance, and that 
‘ education of his children would be un 
1: so, acting upon his sense of duty 
his dependents, $10,000 more life insur 
Was added, making a total of $25,000, 


The Turning Point. 
“nn this point in this man’s career, his 
's became more tangible as the stock 
| the amalgamated company increased in 
y lue, but being naturally ambitious and be 
Neving in the future of this Institution, he 
made additional purchases of stock, as by 


} 





this time it was comparatively easy for him 


to do so, since the banks were quite willing | 


to loan-liberally on the security itself. 

His home is now completely paid for, and 
in addition, quite a large block of stock, 
against which there is no indebtedness. He 
is satisfied that $25,000 life insurance, being 
in excess of all his debts, is a sufficient 
amount to fully protect his estate. This 
man is still living and will probably buy 
more insurance should conditions demand. 

The point I am trying to make is this: 
This man at all times provided for his wife 
and children to the best of his ability. He 
kept his conscience satisfied. He at all times 
had the satisfaction that comes from duty 
well performed, which was a sufficient and 
satisfying reward. 


VALUE OF LIFE ANNUITIES. 
Payment of Death Claim an Opportun- 
ity for New Contract—A Safe 
Investment. 


In its official publication the Hartford 
Life discusses the question of annuities 
and the value of this medium for the 
safe investment of funds. 
follows: 


“An annuity is the converse of an in- 


surance policy. Under the latter the Com- 
pany insures the policyholder against 
a premature or untimely death, while 
under an annuity the individual is pro- 
tected against a prolonged and unpro- 
ductive old age. Or it might be looked 
at in this way; with an insurance con- 
tract the insured makes annual deposits 
in return for waich the Company agrees 
to pay a lump sum at his death, and un- 
der an annuity the annuitant pays a 
lump sum, in consideration of which he 
receives annual payments as long as he 
lives. As yet the American public have 
not appreciated the value of annuities 
as furnishing a life-long means of sup- 
port which is guaranteed and cannot 
be lost. We do not have to look far for 
the reason. The wonderful develop- 
ment of this country has built up tre- 
mendous fortunes out of a small invest- 
ed capital. These examples have creat- 
ed a fever in the majority of our popula- 
tion to start enterprises of their own, 
or lacking the necessary amount of 
money to do that, to invest their money 
in the exploits of others through the 
purchase of stocks. The average man 
is not satisfied with a good, fair, ab- 
solutely certain return as could be ob- 
tained through an annuity; he must try 
to invest it in a business which will 
make ‘air-castles’ come true. Few peo- 
ple realize that over 90 per cent. of 
those who start in business fail. Can] 
a man afford to take the chance of be-| 
ing one of the nine out of ten who lose 
the money they so invest? It would | 
save many a rezretful and penniless old | 
age if, in this matter, hope did not 
‘spring eternal in the human breast.’ * 
a + 


Field for Annuities. 

“Did it ever occur to you that you 
might often place an annuity when a 
death claim is paid? The beneficiary is 
frequently in need of this means of ob- 
taining a secure investment and you} 
will be a veritable missionary to coun- 
sel her before some financial sharper 
deprives her of her inheritance. | 

“Besides the above-mentioned classes 
of people, there are many well-to-do | 
men who are glad to crown their other | 
investments by the purchase of an an- | 
nuity which will not undergo the haz- 
ards of the financial world. They thus | 
obtain a sure means of subsistence 
which they may fall back upon if their 
ordinary investments turn out unfavor- 
ably. More annuity contracts should be 
placed in this country among that vast 
population ranging from the wealthiest 
to those who have just enough mone) 
to pay the single premium.” 








Gem City Enters Ohio. 





The Gem City Life Insurance Com- | 
pany, Dayton’s new entry in the life 
field, has been authorized to begin 
business, by the Ohio insurance depart- | 
ment. Its statement of condition 
shows $203,553.45 of available assets, 
$5,670.57 liabilities except capital, $1%, 
S82.88 general surplus to policyholders, 
$100,000 capital, $211,027.03 income and 
$11,076.56 expenditures for the year. 


We quote as | 





you write. 
yourself by working for the 


agents are saving money. 


(Vice-President and 





"T HE general agent is making a profit on every case 
Why not make this extra commission 


STANDARD LIFE 


OF PITTSBURGH? .. .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. 


Write FRANK A. WESLEY 


Director of Agencies) 
for agent’s contract 


Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 


Our 











VOLUNTEER STATE LIFE PLANS. 


New Premium Rates After April—At- 
tractive Features to be Added 
to Policies. 


Beginning April 1 the Volunteer State 
Life of Chattanooga will put into oper- 
ation new premium rates based on the 
American Experience Table with 3% per 
cent, reserve. This will necessitate a 
slight increase over existing rates, but 
against this increase the Company will 
provide increased surrender values and 
a number of new and attractive features 
not hitherto included in the policies 
Among these features will be an auto- 
matic loan clause, a total and permanent 
disability clause, the privilege of change 
to any other form of policy provided the 
rate is not lowered and the untrammel- 
ed right of change of beneficiary. The 
usual cash loan and paid-up values are 
continued with the usual one month’s 
grace in premiums without interest. 
The Company will discontinue the five 
per cent. gold bond policies, but will 
issue instead an attractive monthly in- 
come policy with immediate benefit, pro- 
viding in event of death enough to pay 
funeral expenses, ete., the monthly in- 
come to begin the first of the month fol- 
lowing the payment of the immediate 
benefit. The coupons will be discon- 


tinued under the “Guaranteed Premium 
Reduction Policy,” but in place of the 
coupons there will be a table showing 
the annual reduction until the twentieth 
year when it will be thirty-three and 
one-third per cent. 


ADDS TO ADVISORY BOARD. 
Standard Life Secures Prominent Erie 
Business Man—Big Results for 
March, 


H. N. Thayer, of Erie, Pa., president 
of the H. N. Thayer Co., has been elect- 





ed a member joard of 
the Standard h The 


Thayer Co. is the largest manufae- 
turers of baby carriages in the world, 
and his accession to the board of the 
progressive Pittsburch company will be 
of material a 
western portion of the State 

The new 
Standard 


istance to it i 





paid-for 


Afe for the month of March 





total for the first quarter 

of 1911 
On March 20, the Hartfo Life had 
ssued new isiness fo é 1 ir 
excess of $1,000,000. Continuing in the 
same proportion, the Company will se 
‘ure a million and half for the entire 


month 
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HINTS TO BUSINESS GETTERS. 





The merchant that sits in 


Profits his office figuring the 
In Season profits does not say to 
And Out. himself that he will rely 


upon the next season for 
the profits of the present year, will not 
sit back and await the proceeds of ex- 
pected sales in March, June or October. 
Rather he says, “I will make each work- 
ing day of the present year yield its 
full revenue; because I can do a goo 
business in December I must not refuse 
the chances which to-day offer. As 
a business man I am a failure if one 
chance of advancement, of gain or of 
growth is allowed to slip by, if a mo- 
ment is idled away that might be turn- 
ed into gain.” Thus he plans and rea- 
sons and hence the crying need he feels 
for more clerks and more room. The 
lawyer will not rely upon the big case 
that is to come to trial a few months 
hence, but will accept this and that 
case, however small, for each adds to 
his profit. 

It is this every hour in the day for 
every day of the year that spells suc- 
cess in all business, in professions and in 
life insurance. The rules of success and 
the laws of business apply to life insur- 
ance as truly as to any other. The un- 
derwriter should not make a large com- 
mission an excuse for a period of idle- 
ness or slight cndeavor, but an encour- 
agement to more business and more con- 
stant endeavor. It is well enough to 
“resolve” in January, but it is far bet- 
ter to “do.” In our business, results 
alone have value to company or agent. 
The only way a life insurance man can 
reach his highest possibility of success 
in 1912 is by beginning to-day to do 
his work as conscientiously, as intel- 
ligently and as constantly as the man 
with the store, the medicine case or the 
law brief. Haphazard endeavor, prompt- 
ed by inclination, will reap little of 
value in any business, and life insur- 
ance is a business 

e 
You, of course, have ob- 
served that whenever the 
death of a bread-winner 
occurs in your commun- 
ity, almost without ex- 
is—‘“iDd he leave 
ys R. W. Stevens, 
Illinois Life. 


the 
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“Did He 
Have Any 

Insurance?” 
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same men are somewhat inclined to 
criticise the activities, or rather the 
inactivities, of the f gents of that 
community in wt 1 is permitted 
to die wit! nsufficier 
amount of, 
tk mos 
es as life 
ve high 
life insur- 
representa- 
the repre- 
n they look 
ir valuable fran- 
é hey must not only 
wor arnest ntelligently and sys- 
tematically n ord ! they may 
reap the gz est - le f neial re- 
turn tkerefroni, b aving bee given 
that fran e they consider they 
have a du to perform in that they 
should and must see to it that ever. 
insurable risk to whom it is possible for 
em to carry the gospel of life insur- 
ance shall have an opportunity of con- 
sidering their proposition. 
- a 
Maybe you think your 
Is Your territory is not big 
Territory enough for the employ- 
Big Enough? ment of your energies. 
It may be possible that 
it is not very large or prolific, but it 


also may be possible that 
large it, as far as business is 


mut adding 


you can en- 
concerned, 
anything to its area or 


withe 


population 
In looking over the map and inspect- 
agencies 


ing the returns from variou 





in various parts of the country, we 
often find a greater proportion of busi- 
ness from a small and insignificant ter- 
ritory than from a large and populous 
one that ought to develop the greatest 
proportion. Hence we come to the con- 
clusion that some men are able to make 
much more out of their territory than 
others, and that the size of it, as far 
as applications are concerned, depends 
upon the energy, the initiative, the 
activity and ambition of the man who 
works it. 

If you do not take the pains to ac- 
quire a systematic knowledge of the in- 
surance possibilities of your territory, 
it will be a small one to you and to 
your company, though it contains mil- 
lions of inhabitants. On the other 
hand, if you do have a systematic 
knowledge of its possibilities and act 
upon that knowledge, it will be a large 
and prolific territory, when sized up by 
the business you develop. 

The size of the territory very largely 
depends upon the size of the man, and 
the size of the man is not measured by 
his bodily bulk.—Am, Agents Bulletin. 

* * * 


All seasons are the open 
season for the hunting 
of good men to fill the 
important and remuner- 
ative places in business. 
They are being hunted for in winter 
and summer, in cold weather and warm. 
At all times, every sort of business is 
out looking for them and there is re- 
joicing whenever a good man is bagged. 
They are being looked for to fill $5,000, 
$10,000, $20,000 places and those which 
command even larger compensation. 
Don’t believe anybody who tells you 
that there are no more good chances, 
that the door of opportunity is locked 
and the key thrown away. Room at the 
top is constantly increasing and there 
are plenty of chances for those who set 
their eyes upon the summit and keep 


It’s Always 
the Open 
Season. 


pushing in that direction. Whatever 
your position now, every good day’s 
work will lift you higher. Let your 


motto be “A good job to-day and a bet- 
and the rest will 


ter one to-morrow,” 
take care of itself. 
s = 
There is abroad in the 
Two Types land a very wise man. 


of Insurance He is an insurance man, 

Men. a soliciting agent. Have 

you met him? He never 

carries a rate book, doesn’t need to read 

anything on the subject of life insur- 

ance, has no use for literature sent from 

the home office—in fact, there is no one 
competent to tell him anything. 


There is another man—an insurance 
salesman—going to and fro throughout 
the field. He is a very busy man, seems 
‘o nave something on ‘his mind all the 
vhile; is very methodical and system- 
itic in everything he does. When you 
ee him on the street he is going some- 
where His wife sometimes scolds be- 


his coat is not so neatly pressed 
as some others, ‘but his pockets are so 
filled with memorandum books, ¢all 
cards, rate books, literature, and such 

e that it is not possible to keep the 
laps turned down and the wrinkles 
ed out. When you see him on 
a railroad train or waiting at a station, 
either busy reading some insur- 
lication or talking seriously to 

prospect. The weekly ageney paper 

read regularly, and not infrequently 
a contribution or a suggestion is sent; 
in for publication in order that all} 
others may have the benefit of his ex-| 
perience. His mind is so active and | 
‘rained that his plans actually shape) 
themselves into profits, and he has so} 
much planned ahead all the time that | 
he never reaches the point where he is! 
through. He is a live wire. Yes, you| 
have met him, and have been impressed 
with his manner. | 


cause 


smoot: 


he is 


ance put 








He has been an in./| 
spiration to you, as he is to all witn! 
wnom he comes in contact. 

These two men represent the two dif- 


ferent types of insurance men to-day. 
You have a choice. Have you a de- 
cision?—The Weekly Bulletin of the 
Missouri State Life. 

s ¢- 8 


If there is any class in 
the community more than 
another who should in-| 
vest in life insurance it| 
is the salaried men. Most agents have | 
encountered the point of view among 
men who are in business for themselves 
that they can do better by putting the 
money in their business. There is also 
the rather cock-sure attitude among 
some of them that they are doing so 
well that they really don’t need any 
insurance. 

The man on a salary cannot use either | 
of these arguments. As a rule his sav- 
ings are moderate in amount, and gen- 
erally he knows little or nothing about 
investments even if he had sufficient 
capital to take advantage of opportuni- 
ties. Not only is life insurance about 
the only form of safe investment avail- 
able for him; it is the greatest incentive 
to saving he can possibly nave. 

The salaried man’s income is fixed. 
Each month he knows very nearly what 
his expenses will be, and how much he 
will be able to set aside. He also knows | 
that future increases to ‘his income are| 
likely to be very moderate in amount. 

About the only hope of his making 
headway is through the setting aside 
each month of a fixed sum. The taking 
of a life policy makes this saving com- | 
pulsory. The amounts of the premiums’ 
Leing uniform, and their payment dates 
being fixed, taey fit in admirably with 
the regular salary received. 

Over and over again the experiencei 
insurance man has heard the salaried 
man say: “This insurance is sound 
money forme. If I hadn’t had the 
[remiums to meet I would have ‘blown’ 
the money.” The salaried young man 
is wise who starts his life insurance 
while the premium rates are low and 
before family responsibilities make it 
hard to save.—World Echoes. 

= . - 

The New England Mutual 

Figures Tell Life is issuing an attrac- 
the Story. tive pamphlet entitled | 
“Figures Tell the Story,” 

which leaves no argument against the 
taking out of life insurance by even per- 
sons who are supposed to be in fairly | 
good circumstances. We reproduce the | 
contents herewith: | 

“Professor Charles Spahr of Columbia 
University recently examined the rec- 


The Man 
on Salary. 














Home Life’s 
Prosperous 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most prosperous year in every 
department. The insurance in force on De. 
cember 31, 1911 was $105,047,760, against 
$100,214,968 December 31, 1910—a gain of 
$4,832,792 forthe twelve months. Total assets 
of the company are reported at $26,377,420 
as compared with $25,025,299 on December 
31, 1910—the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi- 
dends to policyholders (more than $484,000), 
and after the addition of over $1,088,000 to 
the reserve fund, the surplus is increased by 
$68,882, and is now $1,863,494, over and 
above the sum of $2,435,269 which is re- 
served for deferred dividends.— 
“The Com’cl & Fin’cl Chron.”’ 1-27-12 


For Agency apply to 
GEORGE W. MURRAY, Supt. of Agts. 


256 Broadway, New York, N. Y. 
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W. D. WYMAN, President 
Its policies which are issued 
at low rates, contain 
many liberal 
privileges. 
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that stays and pays is best for the 


agent and the Company. A clear,fair policy contract 
accomplishes this. 
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= 
ords of the surrogates of thirty-five 
counties in New York (including the 
counties of New York and Kings), wita 
2 view to determining the proportion 
of decedents that left estates. The re- 
cult is most significant, for the investi- 
vation established the following facts: 
~ “Of 10,000 persons, 66 per cent. left no 
estates; 25 per cent. left estates valued 
at $1,292; 9 per vent. left estates of $5,- 
00) and up. Is it too much to say of 
these statistics that they are positively 
appalling for the light they throw on 
the results of the life-labors of thou- 
sands of our fellow-citizens? 

“Are you aware of the following facts? 
Of all men living at age 45, 80 per cent. 
are prosperous, contented, more or less 
successful in business, are laying up 
money, and are therefore independent. 

“Take these same men twenty years 
later, at age 65, and this is what we 
find: 50 per cent. are dead; of those liv 
ing but 3 per cent. are independent or 
self-sustaining. In other words, 97 out 
of every 190 at age 65 are partially or 
wholly dependent on relatives, friends 
or the public for their daily subsistence! 

“When you have digested the terrific 
significance of these statements you will 
probably begin to look on life insurance 
not as a bore ani a bugbear, but as one 
of the greatest boons and benefits that 
civilization has evolved for its own up- 
building and advancement. For life in- 
surance accomplisnes the following in- 
comparable good: The instant you pay 
the first premium on a policy, that in- 
stant you have created an estate— 
whether for $1,000 or $5,009 or $190,090, 
and if yoa die to-morrow an estate in 
cold cash equal to the face of your 
policy will leap into existence imme- 
diately. Similarly, if you live for forty 
years and maintain your part of tne 
contract, there stands that estate in 
your name, constantly growing larger, 
richer, more profitable, more desirable. 
It is property that in nine cases out 
of ten will mean more to yourself and 
to your heirs than any other property 
standing in your name. 

“Experience, then, proves this: 
Whether you are worth to-day $5,090 or 
half a million—the chances are that 
thirty years hence this property will 
more nearly total $1,292 than twelve 
hundred thousand dollars. Now, in the 
face of this tantalizing probability life 
insurance steps in and offers a certain- 
ty, the priceless value of which is esti- 
mated exactly by tae fearful «ncer- 
tainty that it supplants. Are you not 
wise in grasping this inestimable cer- 
iainty? Now?” 





Truths to Remember. 





Intense industry, not special ability, 
made most of our successful men what 
they are.—Play is second in importance 
only to work. A man’s recreations 
nake or break him ag surely as do dis 
vusiness ‘habits.—Dissipation is a handi- 
cap to business success.—Applivation is 
what counts. Every man ‘has it in him 
to work if he wants to.—Indifference 
is the principal cause of failure. A lack 
of real interest in tae business keep3 
most men from financial success.—Suc- 
cessful work is that in which a man 
takes a pleasure.—Success does not end 
with the making of money. Success in- 
cludes spiritual success, intellectual suc- 
cess, physical success.—In nine cases 
out of ten a man stumbles into what he 
is fitted for.—The small business gives 
the best chance to learn, and the big 
business gives the best opportunity to 
acquire millions.—The railroad presi- 
dents of to-day, with few exceptions, 
began at the bottom.—Charles L. Hutca- 
inson, vice-president Corn Exchange 
Bank of Chicago. 





Salesmanship is a fine art with no 
mystery attached. It is simply the 
ability to take pains. It has its root 


‘hk common sense and the best sales- 
man is he who has the larest fund 
of that necessary commodity.—Bowser’s 
Boomer, 


REAL ESTATE MORTGAGES 


HIGHLY DESIRABLE INVESTMENTS. 








Not Subject to Loss Through Commer- 
cial Inactivity—Care Needed in 
Selecting Broker. 





Annual statements in detail which 
uave appeared thus far show a tenden- 
cy on behalf of life insurance companies 
to increase their investments in real 
estate loans. This is doubtless due to 
& two-fold purpose; First there is an 
evident desire to localize investments 
as muca as possible and second, a bet- 
ter rate of interest is realized. 

A few years ago, one of the large 
New York life insurance companies can- 
vassed other companies as to their ex- 
perience as regards real estate mort- 
gages as a class of investments, and 
as a result of the replies received the 
company has been one of the largest 
investors in this class of security in 
the country. While, of course, several 
years will be required in order to show 
a marked change in interest returns, the 
company in question was enabled to 
advertise considerable gain in this im- 
portant particular during the past year. 

A writer in Moody’s Magazine, R. B. 
Bishop, has the following to say as to 
non-speculative character of first lien 
real estate mortgages, and their attrac- 
tiveness as investments: 

“While there are Many avenues 
through which funds can be safely plac- 
ed, I mention one form of investment 
that is wholly dependable, viz., First 
Lien Real Estate Mortgages. There is 
uothing speculative about the carefully 
placed mortgage, and it offers even a 
better interest return than many other 
securities that are more or less specula- 
tive. 

Immune to Commercial Inactivity. 

“There may be periods of commercial 
inactivity, due to radical legislation, un- 
expected court decisions, or caanges of 
one kind or another, that have a de- 
cided bearing on many securities. 
Through all these changes, however, 
the Real Estate Mortgage continues to 
return to the ‘holder a certain definite 
fixed income. If placed by a reliable 
banker or broker, the principal is always 
safe, and the interest is not diminished 
by short crops, low prices, or other un- 
favorable conditions. 

“Perhaps the mortgagor’s home is in- 
volved, and he economizes in his living 
expenses, when necessity arises, in order 
that he may meet the payments on his 
mortgage. Can anything be safer than 
a first mortgage, representing 50 per 
cent., or less, of the actual value of an 
improved farm, in a well-established 
community of good reliable farmers, 
where values are steadily increasing? 

Essential Considerations. 

“It would seem that the only ques- 
tion to determine in such a case, would 
be the quality of tne land, its produc- 
tive power and its true value. All taese 
questions depend on the character of 
the banker or broker, and his facilities 
for correctly determining them. He is 
cn the ground and knows the conditions 
generally; personally inspects the prop- 
erty and knows definitely wnat its value 
is at the time. Furthermore, he re- 
quires an abstract to the land, prepared 
by a skilled abstracter and examined by} 
a competent attorney, before the loan | 
is closed. 

“The first thing, therefore, for tae| 
investor to do is to assure himself that 
the broker to whom he trusta his funds | 
for investment, is honest to the core, | 
and possesses the ability and facilities} 
ior selecting safe mortgages. * * *| 
The broker is anxious to make good, | 
for in so doing fe is assured of a per-| 
manent client. The interest and prin-| 
cipal will be collected by the broker, | 
and remitted to his client in New York 
Exchange without cost to him. The 
broker will also keep a record of all 
maturities so that his client is not 
charged with this responsibility. More 


eften than otherwise, the broker’s com-| 
missions are dependent on these col-| 
‘ections, and his interests demand that) 
these payments be promptly made. 
Moreover, he will keep in touch with 
the security at all times, see that the| 
inortgagor keeps the place in repair, in- 
surance, taxes paid, etc. 

“In overlooking the real estate mort-| 
gage the investor is passing up one of | 
the safest forms of investment yielding 
a hign rate of interest.” 








A BUSINESS-GETTER. 





Extra Dividend of New York Life Used | 
By Wide-Awake Men in the 
Field. 





Immediately the announcement of a 
ten per cent. extra dividend was made 
by the New York Life, up-to-date field 
men got busy and used it for increasing 
insurance on the lives of their old pol- 
icyholders. Charles J. Morris of the 
Central Branch of Chicago secured new 
business amounting to $30,000 on this | 
plan. The extra dividend is payable on | 
the 1906 and 1907 Contribution annual 
dividend policies. Speaking of the man- | 
ner in which the dividend may be turn- 
ed to good account, Vice-President Buck- 
ner says: | 

“The extra ten per cent. dividend, to- | 
gether with the regular dividend, will, 
for instance, pay the first annual pre-| 
mium this year on a policy of about 
one-quarter the size of the one taken in 
1907. You can thus go to a man who 
took $10,000 in 1907 and interest him in 
a hew proposition, to the effect that 
these two dividends will pay the first 
annual premium on another policy of 
the same kind for about $2,500. The! 
proportions are the same, of course, for | 
a policy of any size. The opportunity is 
one you should not neglect. Every 
agent now with the New York Life, who 
was with us in 1907, should be able right 
away to pile up a big additional busi- 
hess through this showing and through 
the favorable effect it will surely have 
on the Company’s patrons.” 





New England Mutual Meeting. 





The annual meeting of the General 
Agents Association of New England | 
Mutual Life Insurance Company will be} 
geld in Wasaington, D. C., at the New 
Williard Hotel April 25th and 26th. The 
program will be announced later. 





| 
The Life Underwriters Association | 
of Rochester, N. Y., met at luncheon | 
Saturday at the Powers Hotel and two 
addresses were delivered as follows 
“Life Insurance Ethics” and “Successful 
Salesmanship” by Rev. A. E. 
of the Northwestern Mutual Life and 
“Advertising Remarks” by J. P. Mac- 
Sweeney of the Rochester Railway & 
Light Company. 

S. T. Whatley, field supervisor of the 
Reliance Life in Alabama, has been ad- 
vanced to the post of supervisor of the 
Puget Sound department, with head- 
quarters at Seattle. He will assume his 
new duties April 1. 

“Keep this fact firmly fixed in your 
mind: ‘Somebody will write every pros- | 
pect in my field—upon my list. Who?! 
How soon?’ Get busy and you'll find the | 
answers.” 








THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 





FINANCIAL STATEMENT 


Assets Jan. 1,1912..... $58,440,118.63 
Liabilities... 53,858,811.65 
Surplus 4,581,306.98 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 
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UNEXCELLED IN 
Favorable Mortality 
—AND— 
Economy of Management 





Provident Life 


AND Trust Company 


OF PHILADELPHIA 


Rates of Premium Extremely Low 


and still further reduced by 
Annual Dividends 








THE ACENCY 


OF THE 


RELIANGE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 





——OoFr— 
Properly written and carefully selected 
business. No stock selling, board or re- 
insurance schemes No contracts made by 
correspondence A personal interview can 
be arranged for in most any state by 


addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 








LOYALTY, and 


surance in force. 


ALL 





Every Agent of THE CLEVELAND LIFE INSURANCE 
COMPANY is measured in our 
actual figures of his production but as well by the 
APPLICATION 
performed. OVER SIX AND ONE HALF MILLIONS of in- 
Ohio, West Virginia and Kentacky. 
CONTRACTS ARE 

HOME OFFICE. 
WILLIAM H. HUNT, President 


1911 SHOWS NOTABLE GAINS 


appreciation not only by the 
ZEAL, 
his work is 


with which 


MADE DIRECT WITH 
Write us. 


CLEVELAND, OHIO 








THE EASTERN UNDERWRITER 


March 28, 1912. 





AS SEEN BY THE POLICYHOLDER* 


life insurance company of 
tunis day takes with the foremost 
institutions that benefit mankind. The 
man who sells 4 per cent. bonds, or wao 


The gool 
rank 


conducts a savings bank paying 3 per 
cent. is sincere in the belief that he is 
doing a good act when he persuades one 
the bonds or to deposit in the 
The life insurance agent 
will write a 
under which 


to buy 
savings bank. 
better. He 
Life, 


aoes much 


policy, say 20-Pay 
the man’s wife and children are protect- 
ed, and at the end of twenty years he 
may, if he chooses, collect a large pro- 
portion of the amount he has paid in, 
as it is a savings bank with the protec- 
tion against death in addition. 

Why every man does not take life in- 
surance is The 
average man thinks he has acted wisely 


hard to understand. 


if he insures against fire; if he be a 
merchant or manufacturer his bank will 
1equire him to carry fire insurance, and 
vet his house may never burn. He needs 
‘ife insurance even more because he is 
sure to die, and while, by various pre- 
cautions, he can protect against fire, he 
cannot be protected against death. 

To my mind every man should have 
life insurance in accordance with ais 
ability to carry it, and the needs of his 
family. Men may generally be divided 
into those who have families and those 
who do not. It is not open to debate as 
to the man who has a family. The 
vian wao has not, needs it for himself, 
in that it forces him to save waat might 
wasted. 
divided again into three 
who aas capital in- 
vested as the manufacturer, 
banker or farmer; who 
wages and salaries; third, pro- 
Each of taese owe it to 

ipon them to provide 
when there is no further 


otherwise be 
Men may be 
man 
merciant, 
sec ond, 


classes—the 


those 
work for 
fessional men. 
those dependent 
against the day 
income. 

We many 
successful men. To my 
as provided 


definitions of 
mind 
food, clothing, 
iates for him- 


times hear 
he is a 
success who h 
snelter, and decent assoc 
self and those 





dependent upon him. If 

ke does more taan this, it is a large 
success, but to succeed he must do this. 
If this be a correct idea, it is surely 
o* vital importance to every man to 


ess he has 


con- 


safeguard and insure the suc 
providing it may 





hieved by 























tinue after ne is gone, and there can be 
no better way by life insurance. 
The hazards of business are many. 
overthrow business. and break 

lack of management destroys 

niany enterprises that a man- has spent 
his life to build up; hence, none can 
] 1 safe to tae extent of provi ling 

» sur ncome ) jidows and children 
It as bee so long since an old line 
‘ife insurance company has failed, and 
ey are so hedgéd about by safeguards, 

t be said that are as 

$ ng can be he lack of 
of the widow can be 

g y making the proceeds of the 
y payable in instalments for her 
life, or it can provide instalments for 
education of children. There seems 

to be no contingency of income that 


cannot be 
surance. 
Superior to Savings Banks. 

Many times you will find a man who, 
when solicited to will 
that he can deposit in a savings 
bank or take stock in a building and 
loan association and sat the results. 
He it, for he has no assur- 
ance that he will live for thirty days 
longer But I feel that in such cases 
it is a safe thing to inquire of him what 
he has in either the savings bank or 
the building and loan, for in 95 per 
cent. of such instances it sure that 


provided against by life in- 


take a policy, 


reply 





cannot do 

















*Address delivered by Lem Banks. a success- 
ful business man of Memphis, Tenn. 


you will find that he has nothing, or 
at least not much, in either. 

Every man ought to have insurance. 
Some men, like Carnegie and Rockefel- 
ler, would no doubt think that they 
really did not need it, but they, too, 
should have it for the good example it 
would set, if for no other reason. 


| 
You gentlemen represent a company 


that is at the top in almost any way 
you consider it. If you are talking to 
a banker you know that your company 
does more banking business in handling 
cash and lending money than he does 
in his bank. If you talk with a real 
estate man, you know that your com- 
pany has millions invested in real es- 
tate and loaned on real estate. If you 
talk to a broker or bond man, you know 
that your company owns its millions of 
dollars’ worth of the best bonds to be 
had. If you talk to a railroad man, you 
know that your company has at times 
given its assistance to the financing of 
many of the largest railroads by pur- 
chasing the bonds. In short, your com- 
pany, through its prominent position in 
the financial and business world, places 
you in a position where you can ap- 
proach with confidence any man, no 
inatter in what line of business he may 
be engaged. 
Need a Universal One. 

I believe that nearly every one wants 
to do some good in the world. This 
may not always be a living thought in 
his mind, but on many occasions he has 
thought of this, and few indeed could 
say that at some time they had not de- 
termined to do some good, and very for- 
tunate is the man whose business is 
such that he can feel sincerely that the 
more business he has done the more 
good he has done. In this respect you 
are fortunate. Whenever you write 4 
policy you can consider yourself to some 
extent the benefactor of the man whoin 
you have written. It is true he pays 
the premium, but you can know that 
his wife and children are now protectel 
in case of his death, or that his busi- 
ness is no longer in jeopardy if he 
should die, or that you have written a 
20-Payment Life policy and thereby you 
have induced him to begin to save. In 
fact, I cannot conceive of any case 
where a man is written the kind of pol- 
icy and in the amount that his condi- 
tion requires, that you have not con- 
ferred a favor on him and are not en- 
titled to congratulate yourself for hav- 
img done a good deed, one that maybe 
after you are dead and gone will make 
brighter and more beautiful the life of 
some widow, who, but for the policy 
you wrote, would be in want; it will 
enable her to educate her children and 
start them out in life to make useful 
men and women. In short, when you 
place a policy, like any other good deed, 
you cannot tell where it will end, nor 
can you estimate the good that it may 
do. The pebble cast into the ocean 
makes waves that will widen and widen 
until they may touch the shores of for- 
gn lands, so your pebble in the shape 
of a policy cast into the ocean of life 
may exercise an influence in the lives 
of children yet unborn and cause them 
to become worthy men and women, who 
in turn will spread good throughout the 
world 

Gentlemen, your responsibility and 
opportunity for good is great, and may 
you always realize it and appreciate it 


e 


Dryden Memorial Statue. 

The John F. Dryden Memorial Asso- 
ciation has been formed in Newark for 
the purpose of carrying a general de- 
sire to erect a statue to the memory 
of the late Senator Dryden. The prime 
movers in the association are the field 
men of The Prudential, who held their 
late president in high esteem and af- 
fection. 

So general is the desire to contribute 
to the memorial fund, that it has been 
decided to limit all contributions to 
$1.10. <A life-size bronze statue and 
base, such as is planned to erect, will 
cost, it is estimated, about $15,000. 








Insurance are 





The Emblem of Sound Insurance 





National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON 
President 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 

Honorable and industrious men with or without experience in Li {« 
Olicited as Field Representatives for this Company 
ompanies as substantial and none with more «¢ 
able contracts for the right men. 
attractive issued. 
Address all communications to ROBERT D. LAY, Secretary 
CHICAGO’S OLDEST AND STRONGEST COMPANY 
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FOUNDED 1868 


Home Office: 
National Life Bldz., Chicago 
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PRUDENTIAL TAX UP AGAIN 


DENOUNCE BILL LEGALIZING IT. 


Insurance Men Show Legislators Injus- 
tice of Taxing Policyholders’ 
Dividends. 


The tax levied by the city of Newark 
on the deferred dividend funds of The 
Prudential, which was declared by the 
courts to be an unjust taxation and 
was thrown out, has come up again in 
the form of a bill introduced into the 
New Jersey Legislature at the request 
of the Newark authorities for the pur- 
pose of making such a tax legal. There 
was a hearing on the bui Tuesday at 
Trenton at which several life insur- 
ance men representing the Newark 
companies pointed out to the legisla- 
tors the great injustice of taxing funds 
belonging to policyholders. 

Among those at the hearing were: 
Edward D. Duffield, solicitor of The 
Prudential; John K. Gore, vice-presi- 
dent of the same company; E. E. 
Rhodes, vice-president of the Mutua 
Benefit Life, and Ernest Heppenhei- 
mer, president of the Colonial Life of 
Jersey City. 

Mr. Duffield told the committee that 
this was the first attempt ever made 
to tax these funds, which were set 
aside as a liability for the use of poli- 
cyholders. He pointed out that the 
State recognized that these funds 
should not be taxed, but that through 
a technical error of the insurance de- 
partment, in classifying the company’s 
funds, the deferred dividends were 
brought under the tax by the Newark 
authorities, 

Prudential Heaviest Taxpayer. 

Speaking on the tax, Mr. 
said: 

“That was an unjust tax, it was an 


Duffield | 


unfair tax, and it was a tax amounting | 


to the enormous sum of three-quarters 
of a million of dollars, every penny of 
which was directly taken from the 
funds of our policyholders and paid 
into the treasury of the city of New- 
ark. 

“The city got $700,000, owing, as I 
say, to the fact that the courts and 
the commissioner of 
surance read the statute differently. 
But, of ‘course, the commissioner, 
when the courts had spoken, followed 


the construction which they placed 
upon the act, and he at once placed 
this fund in a position where there- 


after it should be exempted from tax- 
ation, as I think any one who would 
read the opinion of the Court of Ap- 
peals in the case would consider that 
he should do.” 

Mr. Duffield said The Prudential 
was not a taxdodger. If the tax was 
paid on this fund it would be paid by 
the policyholders, not by the Company. 
He quoted figures which proved that 
The Prudential is the heaviest tax- 
payer of all the insurance companies 
of the country. He said The Pruden- 
tial paid Newark last year one million 
and ninety-odd thousand dollars. 


banking and in- | 


John Sidney Davenport, Jr., Actuary. 


In our issue of last week we inai- 
vertently did an injustice to John Sid- 
ney Davenport, Jr., who for the yp: 
ten years has been and now is actuary 
for the Life Insurance Company of \ 
ginia, by referring to R. E. Ankers as 
former actuary for the Company. M 
Ankers was one of the chief cler| 

the actuarial department and an unk 
study of Mr. Davenport, as was Isaac 
Davenport prior to his acceptance of 
the position of actuary for the Virginia 
Insurance Department. 

It will thus be seen that the actua 
department of the Life Insurance Com- 
pany of Virginia is furnishing talent fo 
responsible State and company pos 
tions in the South, and that without 
any great ado. 


Georgia Life’s Progress. 


W. E. and L. A 
Shepherd, secretary, of the Georgia 


Small, president, 


of Macon, visitors in Gotham 
Tuesday. 

The Georgia Life is making satisfa 
tory progress in the life branch, the in- 
surance in force being in excess of $3 
290,000, while in the casualty de} 
ment the company jas a premiun - 
come of over $200,900. During the pa 
year the Company made a gain in 
surplus of over $69,400. 


were 











Frank D. Jackson, Pres. Sidney A. Foster, oo, | 


DISTRICT MANAGERS WANTED 


Mis- 





Territory in Pennsylvania, Ohio, 
souri and lowa 


ROYAL UNION 
Mutual Life Insurance Co. 


DES MOINES, IOWA 
DISTRICT MANAGERS WANTED 


Jas. T. Priestly, M. D. 
Medical Director 


Carleton B. Pray 
Treasurer 








| COOD PLACES FOR 


| MEN WH 

| ME wHoO WORK 
—who produce applications and deliver 
policies—who are tireless premium collec- 
tors—whose capacity for service is genuinely 
large. A sixty-year old Company with new 
policies and reasonable rates. Plenty of 
roductive territory. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
Frep E. Ricuarps, President 


Address ALBERT EB. AWDE, Supt., 
either 396 Congress Street, Portland, Maine 
THORNTON CHASE, Supt., 
105 Exchange Bidg., Los Angeles, Cal. 











FEDERAL LIFE 


Insurance in Force - 





If interested address 





Capital, Surplus and Reserves . 
An enterprising, progressive, 12 year old Life Insurance Company issuing all standard forms 
of term, non-participating, annual and deferred dividend policies 
Accident and Health Department just being inaugurated. 
Exceptional opportunities for men of ability desiring to form PERMANENT conneetions. 


ISAAC MILLER HAMILTON, President 


$20,000,000.00 
3,000,000.00 


CHICAGO 
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~_ INDUSTRIAL DEPARTMENT 





THE PIN OF PERSISTENCY. 


recent staff meeting an officer 





At 
of tne Company recounted an ex-Con- 
vressman's story of his father’s first 
postage-stamp. The postage-stamp 
when it appeared was looked upon with 
as gr wonder as the first Marconi 
wessage Was in the more recent past. 
After affixing the stamp, so tae story 
goes, his father stuck a pin through the 
stamp and then wrote across the en- 
elope, “Postage paid in advance, if tae 
darn thing sticks.” 

The comparison made by the official 
will be obvious, his advice being to stick 
the pin of persistency into each appli- 
ation, Which will insure its sticking 
intil -eacnes its destination, other- 
wise util the policy issued from it be- 
comes 2 Claim. 

The only sure way to make “tae darn 
hing stick” is to collect large advance 
ayments When writing the application. 
fais insures the proper placing of the 
policy and, in a very large number of 
cases e manner of paying premiums 
on the policy in the future. 

q me of all times at which money 
rill given up most freely for premi- 
ums just after the name has been 
signed on tne dotted line. The subject 
is mo nearly under the influence of 
the agent than he ever will be again, 
and i indled skillfully will arrange to 
pay f or ten weeks or even sid 
nonths or a year in advance, whenever 
the mium falls due. Many agents 
lo I ‘ealize the power which they 
hold and some are even afraid to ask 
or the money, for fear their applicani 
nay want to back out. The application 
that will be lost by asking for money 

I r never spam for it will 
ire mean a lapse sooner or later. 

The agent who will caeiaaieamie col- 
lect ll on his applications will not 
only Ways have satisfactory advance 

ts on his debit, but will also 
»W arrears and, what follows as 
i matter of course, a low lapse-rate. 

M of our best agents and assistant 
1 tendents do not realize the great 

inities they are losing here for 

e iprovement of their accounts. 
Form 592 is frequently submitted, and 
from first-class assistants and agents, 
00, showing ‘‘New Business, $5, Ad- 
var Payments on Applications, $5"; 
Ne Business, $3, Advance Payments 
en Applications, $4"; etc. So I maintain 
that many of oar best men are over- 
looking a very important way of im- 
proving the persistency of business. 

Sc agents will say “That may be 
all right in some places, but it can’t be 
lone among the people I canvass.” It 
as been truly said that all Industrial 

irance is simply one big debit, and 

can be done in one section of it 





can be done in another, and the same 
may be said of the insuring publie: 
what can be done in one place can be 
ione in another, and the truly success- 

| agent can, if he exerts himself in 
tiat direction, collect at least an aver- 
age of 400 per cent. advance payments 
on business written, and thereby 
materially improve his record of per- 
sistency and ‘‘Sound Progress.” 

What may be said on this subject re- 


arding Industrial business applies just 
ibly to Ordinary. In twelve years’ 


experience as assistant and three years’ 
experience as superintendent, I nave 
taken an Ordinary policy on whica an 
dy payment of $3 or more had 
en secared with the application. This 
single fact speaks volumes on the ad- 
visability of securing larger advance 


iyments with the application.—George 
H. Davis, in the Prudential Record. 
What Manes Successful Industrial Men? 


first thing is the company he 
esents. It should be a company in 
which he has implicit faith and confi- 
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work. 


hard as any other 
He should 


courageous and enthusiastic 


It should be a company that he 
without question insure himself 
Then be can go forth from 
day among the people and solicit 
yatronage. 
agent should be a man of dress 
ldress. I do not mean that he 

dress extravagantly, but neat 
His address should be that 
ontleman at all times. He should 
in his 
and as 
business man works. 
be systematic in 


He should work as long 


each day by having the work of every 


hour carefully 


mapped out. He should 


make night calls, as they are a mighty 


factor 
salary. 


in making increase and increase 


Every successful agent will find that 
his success comes from working at least 


eight hours per 
to put the business on the books 
and then good judgment and 
g it there. 
ness W 


takes 
keepin 
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policyholders 


their i 
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day. This is what it 
care in 
Collect on the busi- 
hen it is written, when it is de- 
and continually impress on the 
the importance of keeping 


nsurance paid according 


agent should have as few back 
s possible. This can be done by 
1ing that his time his money 
at a call back is a handicap on 
nings which cannot be tolerated. 


is 


Take an inventory of each day's work, 
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them. 
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R. Braé 
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him. 


in 
The 
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for 


Agent 
Wilmington, 
Lynchburg, 


the short-comings and failures 


insurance business, like ali other | 
has its difficulties and must be | 


men; then 
nothing but 
ficant mole hills. Then there will 
excuse for not measuring up in 
rk as first-class producers Do 
1k for difficulties or excuses, but 
n such a way that you can say, 
y successful man can say, “I am 
I have made this day a success.” 
t I have said has been for the 
of the agents in the field, as I 
hat every manager and superin- 
t knows his duty (or at least 
know it) to his agents, his dis- 
nd to his company, and should 
do it.—S. R. Sadler. 


brave, determined 


verage Duration 12 Years. 


report of the Prudential of Lon- 
the year 1911, shows the aver- 
ration of its industrial policies 
over 12 years—a remarkable 
frequently referred to in the 
s of The Eastern Underwriter. 
ly two million industrial poli- 
issued last year for a total 
$84,000,000; the vol- 
Ordinary branch being 
The Company now has 
million industrial poli- 
a total of $922,500,000 
Ordinary business of 


n the 
000. 


force for 
and 
0,000. 


Life Insurance Company of Vir-| 
announces tne 
promotions: 
Humphries, 


following changes 
W. A. 
to take 
due to 
R. Hus- 
promoted 


Assistant J. 
of Union, S. C., 
of the Gaffney district, 
nation of assistant O. 
Cc. Alverson 
Humphries.—Agent L. L 
er, of Petersburg, promoted to 
istaney in Lynchburg, Va., suc- 
x assistant C. E. Porter, resign- 
rent C. W. Millner, of Roanoke, 
assistant in charge of the 
to fill vacancy caused 
C, Brittain.—Owing 
ignation of Agent-in-Charge J. 
lley, of South Boston, A. L. Hupp, 
ville, was appointed to succeeed 
C. M. Latz, formerly of 
promoted to an assistancy 
Va. 


d district 
gnation of W. 








Federal Life, of Chicago, will be 
in its new home office building 


April 1, 





and then set out on the morrow to avoid | 
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THE 


METROPOLITAN LIFE 


— 





METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 








Insurance Company 


(Incorp 


rated by the 
Stock C 


State of New York) 
ym pany) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1911 was: 


)26 per day in Number of Claims Paid. 

6,432 per day in Number of Policies 
Issued and Revived. 

$1,524,268 per day in New Insurance 


Issued and Revived. 


$233,386.44 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$128,468.73 per ay in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








J. G. WALKER, President 
T. WM. PEMBERTON, Ist Vice 


W. L. T. ROGERSON, 
t E. D. HARRIS, 8 


2n Vice 
cretary 


President 


The Life Insurance Company of Virginia 


ORGANIZED 1871 


Home Office - - 


OLDEST - 


Southern 


rhe PIONEER Southern Industri: 
Its Policies are clear and defini l 
Assets. 
Liabilities 
Capital an d Sur plus 
Insurance in | e 
Total Payme nts to Policyholder 


LARGES!1 
Life 


RICHMOND, VIRGINIA 


- STRONGES!I 
Insurance Company 


tl Life Insurance Company 














LD 
MUTWAL 


LIFE 


insu COMPANY 


GOOD AGENCY CONTRACTS TO Goop AGENTS 
APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 
“OR TO— 
W. N. COMPTON, General Agent, 220 Broadway, New York 
FRANCIS MARSH, Mer. for Eastern Mass., 120 Franklin St., Boston 
WHITE & FENWICK, State an Union Bldg., 9 Clinton St.,. Newark, N. J. 


The Company issues the best and n 
Policies, complying with the 


rigi¢ l requirement 


ms of L Endow 
s of the ames h 


d Term 
usetts Laws 


ral f menta’* 








The Western and Southern Life Insurance Company 


W. J. WILLIAMS, President 


CINCINNATI, OHIO 


The Largest Industrial Company West of the Alleghenies 
Issues All Standard Forms of Ordinary $500 to $10,000 
PROGRESS BY FIVE-YEAR PERIODS 


Year Assets 

1889 $107,864.00 
1894 137,825.64 
1899 407,217.00 


1904 1,074,653.73 


Income Amt. Insurance 
$57,512.00 oo 
188,250.00 3,691,843 

524,219.00 10,881,961 


1,139,326.96 25,715,285 


1909 4,869,882.22 2,103,595.89 44,780,907 


1910 5,614,764 


2.693,267 49,245,028 











ROME INSURANCE COMPANY 


ROME, 


GA. 


J. C. PORTER. Vice-Pres. ent Manager 


INDUSTRIAL AGENTS WANTED IN 
GEORGIA AND ALABAMA 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
JOS William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.,; under the act of 
Congress of March 3, 1879. 





BIG MAN IN A BIG PLACE. 





The selection of John B. Lunger as 
the second officer of the Equitable Life 
Assurance Society is a matter of special 
interest to its policyholders and agency 
force, and in fact to the fraternity as a 
whole. Tae Equitable is a gigantic cor- 
poration, with assets of over half a bil- 
lion and insurance in force approximat- 
ing a billion and a half; its surplus, in- 
cluding the deferred dividend fund, ag- 
gregates $86,757,989 and its payments to 
policyholders during 1911 amounted to 
354,921,891. The Society is a substantial 
vart of the great institution of life in- 
surance and to this extent its progress 
and success has a general interest. 

In choosing John B. Lunger as vice- 
president, the Equitable acquires a self- 
made man who by merit alone has ob- 
tained four positions in connection wita 
ltfe insurance, which for importance 
are without a parallel. From office boy 
to actuary of the great Prudential; man- 
aging actuary of the New York Life, a 
position especially created for him; 
vice-president of the Travelers Insur- 
ance Company and now vice-president 
uf the Equitable Life. Talk about tie 
Big Four’’—the institutions which Mr. 
Lunger has been connected with have 
six billions of insurance in force and 
assets of a billion and a quarter. 

These connections alone are a suffi- 
ient testimonial to the great executive 
ability possessed by Mr. Lunger, but in 
oming in personal contact with execu- 
tives and managing field men he has 
shown a keen interest and extended 
study in every branch of the life insur- 
ance business. He possesses a compre- 
hensive knowledge of, and ability to 
‘andle the intricate problems in con- 
nection with the securing and renewing 
of life insurance, and his acquisition to 
‘he official staff of the Society is one of 
the most important in its history. 

Several months ago, the president of 
one of the most successful life insur- 
ance companies, in discussing with the 
writer a rumor that the directors of 
the Equitable contemplated the selec- 


tion of a vice-president from outside 


the insurance ranks said: 
“The best qualified man in the United 
States for the Equitable to secure is 


John B. Lunger, Whether they can 
obtain his services or not, is a ques 
tion, but the directors would be justi- 
fied in making him a tempting offer.” 

The directors of The Equitable have 
well served the policyholders by this 
action, and the latter are to be con- 
gratulated upon securing to their or- 
ganization a man so eminently quali- 
fied in all that means for progressive 
advancement. 





STOCK VS. MUTUAL INSURANCE. 


It is not very often that a discussion 
of the relative merits of stock and mu- 
tual life insurance is presented by the 
champions of either class without strenu- 
ous comparisons and conclusive deduc- 
tions being drawn. There are excep- 
tions, as will be noted by the following 
from the pen of L. K. Passmore, vice- 
president of the Penn Mutual Life: 

It began with life insurance; it has 
continued, and, like the poor, is to be 
always with us unless there can be a 
clear demonstration of the superiority 
of one method over the other, or unless 
the disputants find all questions settlea 
by the wholesale absorption of all their 
functions by the State through its in- 
evitable corollary of State life insur- 
ance. Reference is made, of course, to 
the methods of the stock and the mutual 
organizations and the comparatively in- 
ferior or superior results achieved—a 
question which is made something more 
than a merely academic one by the ad- 
vice tendered to the mutual companies 
by the chief actuarial adviser of the 
Armstrong Committee to reduce their 
premiums and become truly competitive 
with the stock companies by escaping 
payment of the larger - commissions, 
taxes and other items which in his view 
prevent as low a cost as the latter 
attain. 

The subject is a very comprehensive 
one involving many delicate questions 
that are but vaguely understood by the 
insuring public and any treatment of it 
should be radical and deal with the 
various conditions squarely and with 
the single purpose of reaching a just 
conclusion. Such treatment is impossi- 
ble in these columns. It may be per- 
mitted, however, with no intention to 
dogmatize nor to seem discourteous to 
suggest that while the element of cost 
is a very weighty one it has yet to be 
established that large and bye through 
a series of years and embracing all 
stock organizations they have fucnisn- 
ed reliable life insurance on reasonable 
conditions at a lower cost than the mu- 
tuals. That theory is vigorously denied 
and the statement challenged! The fig- 
ures when presented will be scrutinized 
carefully to discover whether or not 
they include the millions on millions of 
dollars lost to policyholders through 
the failures of stock companies! Sim- 
ilar treatment should be applied to 
mutuals. In the one case there will be 
the record of innumerable failures; in 
the other there is but one instance, that 
of a mutual company, that hardly got 
started, the St. Louis Mutual.  Inci- 
dentally, there must be an inquiry into 
the comparative stability of organiza- 
tion, involving the question whether or 
not it is better to employ some one to 
conduct a business for the insured or 
for the insured themselves to control 
it; with the probability that the verdict 
will be in harmony with sound economic 
and democratic principles. 





Tne greatest conference ever held on 
fire prevention will be the first Inter- 
national Conference of Fire Prevention, 
Protection and Extinguishment to take 
place at the 7lst Regiment Armory in 
this city October 2-12. The meeting 
will be participated in by State officials. 
civic and business organizations, the 
National Board of Fire Underwriters, 
National Fire Prevention Association, 
The Fire Marshals Association and 
many similar bodies. 





| OF PERSONAL INTEREST 





O. S. Carlton, vice-president of the 
Great Southern Life, of Houston, 
Texas, is a great huntsman and whether 
it is riding to hounds or climbing the 
rockies for big bear, or following the 
trail for deer, its all one to “OSCar. 
Give him a gun, and unifke cur Eng- 
lish cousins, he doesn’t necd the red 
coat. There is only one story that 
tney can tell on Vice-President Carlton 
ind his hunting, but that’s so good 
that it will last a long iims. He had 
invited some very particulary company, 
they say, to join him in a deer dunt. 
A little extra care was put into the 
errangements and novus left out 
tbat would add to the proper dramatic 
finish of the hunting trip. An old 
darky famous locally as a camp COOK 
was an important part oi the equip- 
nent. When the party aisived at 
tneir destination and the camp was 
established, the huntsmen sallied forth 
to kill. As was his customi, Lhe old 
darky took along with nim a firelock 
of the vintage of 1776, although he 
rever got any farther away from the 
camp than the “kitchea.” The firsr 
day’s hunt produced nothing but a 
group of very tired “sports.” As they 
were nearing camp there was a terrific 
report like an explosion of dynamite. 
“Wihat’s that?” asked the astonished 
guests “! cau’t think of anything that 
would sound like that but Old Sam’s 
gun,” said Carlton. When they ar- 
rived at ile camp clearing, Old Sam 
was just stringing up the choicest 
buck that ever gladdened a hunter's 
heart. “What luck, massa?” asked Old 
Sam. “Oh, we cached ours,’ said 
Carlton, “they were too big to bring 
_” 





Cc. B. Fritch, of Fort Wayne, Ind., 
in addition to being a successful in- 
surance man, is a_ student of the 
business aS well and detights in digging 
down into the bottom of things. When 
workmen’s compensation became a 
realty in this country Mr. Fitch made 
a study of the whole question and the 
other evening he addressed the “Quest 
Club” of Fort Wayne on the subject. 
The “Quest Club” as the name implies, 
is a select body of men who have 
made it an object in life not to let 
their personal and business affairs 
crowd out interest in large public 
questions. 





When in a reminiscent mood P. L. 
Hoadley the courtly president of the 
American of Newark, talks most in- 
terestingly of by-gone days in the fire 
insurance business, and particularly of 
the trying period of 1871, when the Cni- 
cago conflagration wrought such ‘havoc 
to fire underwriting interests. At that 
time Mr. Hoadley was prominently iden- 
tified with tae Hanover Fire, and was 
hurried to the Garden City to aid in 
settling its losses. 

The experience had in those strenu- 
ous days was of high educational value 
to the young underwriter who did not 
fail to make the most of it. For many 
years Mr. Hoadley has been the direct- 
ing force of the American, and to-day 
oas his finger upon every pulse of its 
activity. ‘Never was the Company in 
better shape to pursue an aggressive 
policy, or its management more deter- 
mined to take advantage of the fact. 


The late Francis C. Moore, former 
president of the continental Insurance 
Co., who died suddenly last week, had 
a national reputation in athletic circles 
as an amateur strong man. He was 
» man of magnificent physique and 
always kept himself trained up to a 
fine edge. Even during the busy times 
when he was guiding the Continental, 
he never allowed hitiself to go stale. 
His friends and essociates are recall- 
ng now some of the contests in which 





ke worsted professional sirong men. 
Although seventy years of age and 
apparently in his usual perfect health, 
Mr. Moore evidently paid the penalty 
for his strenuous physical work with 
“athletic heart.” He was addressi 
the Young Womens Christian Assv- 
ciation at Lakewood, N. J., when 
sitting down he expired. 


W. C. Baldwin, president of the 
Pittsburgh Life & Trust, has returned 
from a trip through the South, Pacific 
Coast and Middle West in the interes; 
of his company during which he tray- 
eled over 7,990 miles. Mr. Baldwin is 
a great lover of his home, but he js 
also cognizant of his duty to the stock- 
holders and policyholders of his Com- 
pany, hence the delights of the fireside 
and the evening romps with his boy, 
W. C. B., Jr., are frequently given up 
in the performance of official duties. 
The signal success of the P. L. & T. is 
a tribute to the excellence of his man 
agement. 


Harry A. Logue, of Pittsburgh, sailed 
the other day for a well-earned vaca- 
tion of three weeks to be spent down 
among the tropical] islands of the West 
Indies. By close application with his 
brother in the C. M. Logue & Brother 
agency, “Harry A.” has been instru- 
mental in building up what is undou 
edly the most progressive office in Pitts- 
burgh and probably the liveliest in the 
State. When a man like that takes a 
little vacation, he is just gathering re- 
newed energy for big game. Mr. Logue’s 
many friends will wish him a_ ve 
pleasant and profitable cruise amonz 
the tropics. 





W. Hecox, who is a leading figure in 
insurance circles at Binghamton, N. Y., 
and the lower tier of counties, feels the 
need occasionally of a little relaxation 
and sensibly indulges in it. Just now 
he is somewhere in West Indian wate 
cruising about Porto Rico. If afte 
“Billy’s” visit to the Island the Porto 
Ricans are not pretty well posted as to 
the merits of American insurance 
stitutions, the miraculous will have hap 
pened. 





William P. Hallinger, of Camden, N 
J., conducts one of the livest agencies 
in the State. Recently he had a full 
page advertisement in the Camden Post- 
Telegram, a thing that requires a lot of 
confidence to pay for. Big attractive 
display lines said that the Hallinger 
office was “Reliable, Progressive and 
Successful” and the advertisement 
roves it. 





James MacAuliffe, formerly with the 
Aetna Indemnity and the Rochester 
German, has been appointed special 
agent in New York State for the Em- 
pire State Surety Co. 





William V. Knott, State Treasurer of 
Florida and for nine years ex-officio in- 
surance commissioner, has _ resigned 
that office to become State Comptroller. 
He is succeeded by John C. Luning. 





CREATES POLITICAL POSITIONS. 





Bill Hurrying Through New Jersey Leg- 
islature Forbids Charge by Insurance 
Men for Electrical Inspections. 

Under the provisions of a bill that has 
passed the New Jersey Senate and 
is now before the House, municipalities 
throughout the State are empowered to 
appoint electrical inspectors whose 
cuty it shall be to approve all electric 
wiring in public and private buildings, 
and in the event of such approval it is 
incumbent upon the electric stations 
to supply the desired power. 

While insarance interests are stil! 
privileged to make inspections they are 
barred from charging for the service, 
the plain purpose of tie bill being to 
discourage activity in that direction by 
fire underwriters. 
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PENNS SYLVANIA LICENSES 


CONFUSION UPON THE SUBJECT. 














Recent Reports as to the Law at Vari- 
ance With Attorney General’s 
Opinion. 

No little confusion has been caused 
in head Office and special agency cir- 
cles because of recent statements by 
the Pennsylvania Insurance Department 
in the matter of agency licenses. The 
impression is held in certain quarters 
that soliciting agents come under the 
prokers classification, and that each 
must pay an annual license fee of ten 
dollars. 

Such is not the case, as a reading 
of the opinion given upon the subject 
by the Attorney General of the State in 
February last clearly evidences. The 
Attorney General states in part as fol- 
lows: : 

“You are therefore advised that in 
the opinion of this Department, when 
any insurance company certifies to you 
the name of a firm as its agents, each 
partner and each soliciting employe ci 
the firm should be required to take oui 
an individual license, and a license 
shoul also be taken out in the firm 
name, and that waen any firm cer- 
tifies to you the name of a corporation 
as its agents, a license should be issued 
in the name of the corporation and the 
officers and soliciting employes of said 
corporation should also procure indi- 
vidual licenses. For each license of 
either kind issued to an agent of any 
company not incorporated under the 
laws of Pennsylvania a fee of two dol- 
lars should be charged.” 

The above should effectually contra- 

the report that non-writing 
el or, as they are known, solicitors 
come under the category of biokers; 
provided, of course, that they do not 
seek business for companies other than 
those & mploying them. 


COMPANIES WIN TAX CASE. 





Montgomery, Ala., Defeated in Attempt 
to Collect Municipal Assessment 
on Premiums. 





The test case brought by the city of 
Mon tgomery contesting the constitu- 
tionality of the act of 1911 requiring 
municipalities to tax companies on a 
pro rata basis as to premium receipts, 
ia no event exceeding 4 per cent., has 
been decided against the city of Mont- 
gomery in the lower courts, which de- 
cision has been appealed by the city of 
Montgomery to the Supreme Court of 
Alabama. This case has been argued be- 
fore the Supreme Court and the de- 


cision of that body will be handed down 
in due course. The interests of the com- 
panies are well represented by ‘Till- 
man, Bradley & Morrow, attorneys, Bir- 
mingnam, Ala., acting under directions 
of a special committee appointed by the 
companies interested, of which A. L. 
Brooks is the chairman. 

The special committee appointed to 
handle tae case for the companies re- 
porting on the situation says: 

“We have reason to believe that the 
decision of the lower court will be sus- 
tained by the Supreme Court and tie 
companies generally, we think, will 
realize that it is to their interest to aave 
tne old outrageous flat tax licenses of 
the leading cities of Alabama abolisa- 
ed.” 


LEGISLATION AT ALBANY. 








Insurance Measures That Will Likely 
Become Laws During the Present 
Week. 

Albany, March 27.—The principal in- 
surance measures, which will be acted 
upon by the Legislature before the end 
of this week (the last of the session), 


are the amended brokers and agents 
bill, that giving the superintendent of 


insurance supervision over all rate mak- 
ing bodies; also the bill making the be- 
ginning of the term of superintendent 
of insurance come in July. These meas- 
ures have already been passed by the 
Assembly and, as there is no opposi- 
tion to them in their present shape, 
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CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 
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46 Cedar St., New York 


Western Office 
332 South La Salle St., Chicago 
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HENRY EVANS, President 
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they will be passed by the Senate be- 
fore the wind-up Friday. The Gov- 
ernor will undoubtedly sign them, it is 
thought. 

Another bill which, it is expected, will 
get through is that of Senator Sullivan, | 
chairman of the Senate Insurance Com- 
mittee, providing that a single policy 
issued by a single insurance corporation! 
may embrace a risk upon the life or | 
health of a person together with insur- 
ance against accident and disablement 
resulting from sickness 


LOCAL AGENTS BANQUET. 
Members of the Westchester County 
Board to Meet Socially This 
Evening. 

Repeating the experience of some 
years ago members of the Westchester 


| 
| 
: 





County (N. Y.) Board of Fire Under- 
writers, have planned to spend a social 
time at the Park Avenue Hotel, New| 


York, this evening. An attractive ban-! 
quet has been arranged for and a good! 
time assured all who may be fortunate} 
enouga to attend. 8S. A. Reed, secretary | 
and manager of the Suburban Fire In-! 


surance Exchange will probably be} 
present, and make an address, as will 


also several company officials. 





Fidelity-Phenix Fire Insurance Company 


OF NEW YORK 





A big, broad company accustomed to do- 


ing big, broad things in a big, broad way. 
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Home Office 


46 Cedar St., New York 


Western Office 
137 South La Salle St., Chicago 


HENRY EVANS, President 
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FIDELITY (FIRE) UNDERWRITERS 


OF NEW YORK 


The Fidelity Underwriters invites applications for 


Its great 


Gross Combined Assets 
Policyholders’ Surplus 


Home Office 


46 Cedar St., New York 
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| policy, loyal support of its local agents, and prompt 
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agencies at all points where it is not already represented. 


financial strength, liberal underwriting 


and equitable loss settlements have made it deservedly 
popular everywhere. 


ae $39,910,002 
$22,727,588 


Western Office 
332 South La Salle St., Chicago 
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FRED S. JAMES & CO. 


United States Managers 
123 William Street :: New York City 
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WASHINGTON, D. G., FIGURES 


PREMIUMS AND LOSSES IN 1911. 





Returns Emphasize the Need for Con- 
certed Action Looking to Bettering 
Conditions in the Territory. 





In Tae Eastern Underwriter of the 
44th inst., we mentioned the effort being 
made by the local agents of Washing- 
ton, D. C., to form a new governing or- 
ganization in their city, with a view 
to restoring order out of the chaos that 
has reigned for the past four years. If 
further argument were needed in favor 
of the reform movement it is fully sup- 
plied in the subjoined table of premium 
receipts and losses paid by tie fire in- 
surance companies, represented in the 
senciieny during 1911. 

The figures, which are wholly upon 
he fire business, are taken from returns 
made to the Insurance Department at 
Washington, and are as here given: 

Net Losses 
Premiums. Paid. 
$3,735.62 $6,140.73 


Companies. 
Connecticut 


Old Colony ....... 785.45 1,695.17 
Huffalo Commerc’l 1,738.50 3,668.29 
DOIRWATO cccceses 2,328.39 1,468.99 
Providence, Wash. 8,951.55 

BRON ikcccsivawc 49,012.34 

Franklin, Pa. 4,939.76 

Nat. Union, Pa. .. 3,84).64 

American, N. J. . $424.49 

British America .. 3,996.05 

Buffalo German .. 3,108.71 
Massachusetts .... 1,511.29 

New Hampshire .. 3,674.15 

CO errr ee 81.31 

Royal Exchange . 5,150.80 

Teutonia .. aes 2,451.02 

Granite State .... 1,980.93 

City of New Y 1,792.22 
Continental $390.97 
Springfield ....... 

Wester! 

Queen ena 

London Assurance 

Phoenix, | ian 

Ds rit Co 

National, Conn 1 





Caledonian 











I Or 6 ,Uot a { 7 t 
J 696.77 2 
2 07 
N.Y ),648.05 ) 
2,562.86 $ 
f Pa 121 4 
i -- 2,539.09 
st. Paul | 1 M. 1,379.13 
sin, Eng na $836.85 
Americar Centra - 16 
Gern A Md 4 $ 
enn Fir 0.12 2 
Aachen & Mur 865.8 
Cour of Phil 2,506.19 
Girard : 752.32 
Milwaukee Me 2,467.73 7 
Aet Conn. . 7,651.84 6,534.23 
Or 208.23 3,048.97 
Re Eng l 22,250.37 16,944.87 
Camder J 2,837.77 2,186.1! 
F Association . 5,060.22 4,904.59 
i oldt . 2,871.49 2,427 
| Phe f 9° 65 4,6 
I F E «a 5,972 ] 
n. & Lar e 2,247.02 
Wes n Nat. 6.697.46 
) U. & Na 3,814.91 
g 2,304.44 
I or 969.34 
z-| ! 73.17 
q 27.48 
4% tA) 
7 I 6,809.54 7 
) 4 165.27 H19.% 
( i R 5 $f 7 689.7) 
2,767 55 4,852.89 
) 1,466.79 16,092.6 
r 2.62 332.21 
725.1 185.82 
ne Unior 59 2.50 
w, Ut tid Ro 144.10 13.10 
Phoenix, Conr 5,978.0 548.01 

















THE EASTERN UNDERWRITER 


CJOTMOEMIB 6ccccees 1,591.33 3,178.74 
DE, witeade cide 3,819.73 5,730.58 
Rhode Island ..... 1,726.69 3,189.64 
PEOMOTEE ciscivice 3,791.13 9,281.05 
Dutchess ......... Re Bee ee 
Liv. & Lon. & G. 19,319.67 17,577.64} 
Virginia State .... 1,547.56 2,673.00 


Georgia Home .... 2,196.87 
N. Brit. & Mercan. 


3,938.82 
pod.52 


11,004.16 


Virginia F, and M. 1,790.34 857.20 
Westchester ...... 3,811.96 1,079.98 
Williamsburg City 1,146.98 1,674.87 
Ins. Co. of N. A... 34,906.33 20,833.69 
Glens Falls ....... 2,999.85 2,271.34 
H’k’ye and Des M. er 


German, West Va. 931.92 1,046.56 


$494,790.64 $378.526.30 


l.ocal Companies; (Wash., D. C., Co.’s). 


German American. $16,502.09 $4,581.90 
Nationa! Union ... 19,039.19 6,056.67 
APUEBCOR. 2.66600 8,700.73 4,629.91 
Commercial ...... 1,790.40 3,123.33 
SCORER soya ccceou 11,737.09 1,784.11 
Firemens ......... 26,854.55 9,264.24 
i 5,989.80 1,891.34 
PUOIIEMG  okscccces 20,022.31 6,975.18 
MOMEE wince awwscns 27,650.20 11,858.96 
Mutual Investment ee 
Mutual Protection. 3,242.09 802.72 





$148,036.98 $50,967.38 
. $494,790.64 $378,5 526.35 
50,967.38 


Foreign Co.’s .. 
Local Companies 148,036.98 
$643,827. 62 $429,493.73 


COM PANIES LOSE. 











Celebrated Case of E. Rebulin Freres & 
Company Decided Against Fire 
Offices. 





After nearly six years of litigation 
the Court of Appeals, of New Jersey, 
some days ago decided against the fire 
insurance interests in the celebrated 
case brought against them by E. Rebu- 
lin Freres & Company, glace fruit manu- 
facturers of Paris, France and New 
York city. Tae American plant of the 
concern, located at Elizabethport, N. 
J., burned late in 1905. A heavy claim 
Was made by the assured who contend- 
ed that the stock, of a higaly perishable 
nature, suffered severely through the 
delay in adjusting and the insistence of 
various adjusters tnat the covers be re- 
moved from casks containing raw fruit, 
thus admitting the air and hastening 
deterioration. The parties at interest 
failing to agree, the loss went to ap- 
praisement. 

A series of charges and 
charges were made, the result Deing that 
the insurance companies decided to try 
out the case in the where it 
has been for the past six years. The 
final award to the plaintiffs amounts to 
something over $58,009 plus interest. A 
meeting of representatives of the inter- 
ested companies was held in this city 
yesterday. 


courts, 





Discrimination? 

The interesting question has been 
raised in New York State as to whether 
an insurance company harging full 
tariff rates as a member of an under- 
writers agency, and shad'ng rates in 
its individual corporate capacity, is not 
violating the law prohibiting discrimi- 
nation. The problem is puzzling insur- 
ance men, and may be handed up to the 
State Superintendent of Insurance for 
lecision. 





South Eastern Underwriters Meeting. 

The annual meeting of the South 
Eastern Underwriters Association will 
be held on May 8, at the Marlborough- 
Blenheim Hotel, Atlantic City. 

W. H. Mandeville Very Low. 

W. H. Mandeville, one of the “Grand 
Old Men” of the business, is very ill at 
his home, Olean, N. Y. It is reported 





co inter 


that there are but slight chances for | 


his recovery. 


March 28, 1912. 





INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA, PA 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 











CAPITAL - $4,000,000 , 
ASSETS - $16,953,773 3 
LIABILITIES - $8,649,873 


"eee 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 
BOAT, TOURIST 
FLOATER,AUTO- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 
ORGANIZATION 
$154,461,000. 





NET - SURPLUS $4,000,000. 
SURPLUS TO POLICY HOLDERS $8,303,900. 


EUGENE 


ELLISON President 


BENJAMIN RUSH, Vice-President T. HOWARD WRIGHT, Sece’y and Treas. 


JCHN O. PLATT, 2nd Vice-President 


SHELDON CATLIN, 


Ass’t. Secretary 








THE COMMERCIAL FIRE, of Washington, D. C., 
(22 years old) shows great speed in settling losses. In- 


surers like that. So do our agents. 


agents? 


Are YOU one of our 








WHILDEN & HANCOCK 


105 WILLIAM M STREET, NEW 


YORK 


Managers Accident and Health Department 





PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 


for New Jersey Incorporated 1868 


Third oldest American Company writing Acciden* 
Liability 


Assets over $18,000,0L0. Stockholders’ 


Assets Over $18,000,000 


and Heaith Insurance, 
unlimited. Double 


Indemnity Clause includes while on the Platform, Steps and Running- 


Board of any public conveyance. 


Physicians, Surgeons, 


Undertakers 


and Dentists receive all benefits of preferred risk without extra charge. 


SEE OUR NEW SAMPLE POLICY 


NONE BETTER. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 


Incorporated 1906 


Issues the same liberal Accident and Health policies as does the Life 


Company. 


All losses adjusted and paid through our office immediately upon receint of satisfactory proof 


Territory covered—Southern New York, including New York City. 








CLARENCE A. KROUSE & COMPANY 


GENERAL INSURANCE 


AGENTS 





Pennsylvania—New 


325 Walnut Street, 
AND 


Jersey 


Philadelphia, Pa. 


Haddonfield, New Jersey 


Representing the following companies for Philadelphia 


Lumber of N. Y. 
Peoples National 


EASTERN 


Continental 

Firemens, N. J. 

Granite State 

Jefferson, Pa 

Peoples National 

St. Paul Fire and Marine 
Teutonia, Pa. 

National Ben Franklin Western 


General Agents Commercial Casualty 


Central U 


Coneordi 
Lumber, 


Citizens 


PENNSYLVANIA AND SOUTHERN 


Ben Franklin 


nion 


NEW JERSEY 


ra 


Bu. Be 


Franklin, Pa. 
Central U 


nion 


Phoenix, of Hartford 
Springfield Fire and Marine 


of Pittsburgh 
Co. of Newark 


ST. PAUL FIRE AND MARINE AGENCY FOR AUTOMOBILE FLOATING POLICES 























HOLT AND OTHERS AT HEARING. 


Representative Jackson’s Resolution 
Calls for Investigation of All Insur- 
ance Companies. 

Several persons appeared before the 
Interstate Commerce Committee of the 
House of Representatives on Monday 


in favor of a resolution introduced by 
Representative Jackson, of Kansas, 
calling for a complete investigation by 
the Federal Government of all foreign 
and domestic fire insurance companies 


in this country. Secretary Nagel, of 


the Department of Commerce and La- 
yor, indorsed the resolution and among 
others to speak for it was George H. 


Holt, of Chicago, manager of the Policy- 


holde Union. Some of the members 
of the committee seemed to think that 
Congress lacked authority to take suci 
actiol uit Mr. Holt said that it was 
necessil if the states wer? to enact 
laws regulating the business. 


The resolution is as follows: 

“That the Secretary of Commerce and 
Labor be directed, acting througa the 
Bureau of Corporations, to make a com- 
plete investigation of the business of 
‘oreign and domestic fire insurance cor- 
porations in the United States, and to 


gather, compile, publish and supply full, 
complete and useful information con- 
cerning the abnormal losses of life and 
prope by fire in the United States, 
the proportion suca losses of property, 
insured or uninsured, bears to the wnole 


amount of property insured in the 
United States; the rates charged for fire 
nsurance and the means and classifica- 
tions employed in fixing the same, the 
reasonableness thereof and their effect, 

in causing or preventing such 
losses, and all other facts and informa- 
tion necessary to indicate means of pre 
vent such losses of life and property 
and tricting fire waste in the United 
State 


TO EXAMINE EXCHANGE NEXT. 
insurance Department Has Completed 
Investigation of Underwriters 
Association of N. Y. 

TI New York Insurance Depart- 
completed its examination 
0 (nderwriters Associatici ol 
but the report of the 
not be made public 
has been given to the 
As the association’s sec- 
retary, R. G. Potter, has only just 
elected, it was decided to defer 
iring fora time. The examiners 
work on tii records of the 





ment has 


State 
rs will 


hearing 


the nh 


are now at 


New York Fire Insurance Exchange, 
wh is the second examination of 
ratil association to be made by tie 
Insurance Department under the new 
law. 

Reorganizing Its Field Staff. 

To carry out the policy of President 
Hoadley for a more thorough cultiva- 
tion of territory in which the American 
of Newark is entered, a rearrangement 
o! its field force is planned. The first 
move in the program is the appoint- 


ment of Charles W. Cutting, as special 
agent for the Company in Western Pa., 





With headquarters at Pittsburga. Mr. 
Cutting, who for some years past has 
covered the territory for the Insurance 


Company of North America, will relieve 


R. Lee Riggs of a part of ‘his extendel 
field. The latter on and after April 
first will travel Eastern Pennsylvania, 


Delaware, Maryland and the District of 
Columbia. 


Aside from the parties above men- 
tioned the Eastern fiell is supervised 
for the American by the following: 
James W. Shirley, superintendent of 


agencies Southern States, headquarters 
at the home office; Richard S. Stead- 
man, Newark, special agent for New 
Jersey; Joseph A. Geyer, Syracuse, spe- 


Shannon, Eaton, Ohio, special agent for 
Ohio; Gessner Harrison, Richmond, spe- 
cial agent for Virginia the Carolinas, 
Kentucky and part of Tennessee; Oli 
L. Pattello, Atlanta, special agent for 
Georgia, Florida, Alabama, Mississippi. 
Louisiana, Texas and part of Tennes- 
see; Alfred Paall & Son, Wheeling, 
State agents for West Virginia; William 
A. Lester, Providence, State agent for 
Rhode Island. 

Outside of Rhode Island the New Enz- 
land field is supervised by Henry J. Ide, 
Boston general agent, and Ralph G 
Hinkley, special agent. 


KENTUCKY RATE SUIT STARTED. 


Federal Judges Will Decide Jurisdiction 
in Fight Against State Rate 


Making. 

Suit attacking the validity of the 
recently enacted Kentucky law _ pro- 
viding a State commission to regulate 
fire insurance rates was filed at Cov- 
ington, Ky., last week. The suit was 
filed in the United States District 


Court and calls for a decision of three 
Federal judges under the law defining 
relation of Federal judges to State laws. 

Four reasons are given why it is 
alleged the law is unconstitutional, 
one of which is insurance companies 
cannot be compelled to pay expenses 
of a State commission whose sole duty 
is to regulate rates of insurance com- 
panies, as provided by the Kentucky 
law. 

State Auditor Henry M. Bosworth of 
Kentucky announced the appointment 
of an inszrance commissioner to suc- 
ceed Charles W. Bell and two members 
of the State Rating Board who wil 
serve with the insurance commissioner 
on the commission. The insurance 
commissioner is Matt Clay, of Mt. 
Sterling and the members of the rating 
commission are Ruby Laffoon, of 
Madisonviile and O. N. Gray, of Eddy- 
ville. The commission has been sum- 
moned to meet in Frankifort Thursday 
to organize. Messrs. Laffoon and Gray 
have been fire insurance agents. Mr. 
Clay is a farmer. 


Josh Likes the “Spearit” of It. 


Perkins Corners, 
March 27, 1912. 
Deer Editur: 

I see by yure papur that sum agents 
doin in the Skeeter State have notifyd 
the companies that they hev regelated 
tae kumishons they will pay for break- 
erage. 

By gum, thats the spearit, here I hev 
rotten fire insurance for years and give 
my company over a hundred dollars a 
sear and what dew I get, jest twenty 
dollars—if I don’t hev no fires in my 
territory the durn company clears sev- 
enty five dollars but they don’t whack 
on and if I ferget tew send them some 
balance that is only six or seven months 
pack they send aroun a corn-fed feller 
kalled the speshul agent teu kollect, he 


sputters but I hev to pay and when 
he departs jhe gives me a segar and I 
sputter. 


I like the sperit of them agents tellin 
the companies what they will dew, and 
I say it is time us big agents get to- 
gether and tell them more things we 
will dew and vice versy and mebby 
they'll be durn glad to furnish their 
speshuls with better segars. 

Yure friend, 
(Signed) JOSH PERKINS. 


National Exchange Fire of Texas. 
Local men at Waco, Tex., are organ- 
izing the National Exchange Fire with 
a capital of $1,000,000. The following 
officers have been elected: Cc <A. 
Weatherd, president; Sam Sanger, J. H. 
Lockwood, James B. Baker, Waco; R. E. 
L. Upchurch, Bedias; B. P. Moore, Bay 
City, vice-presidents; Nat S. Smith, 
secretary; W. H. McCullough, treasurer; 
Allan D, Sanford, general counsel. 


SCORED BY SPECIAL COMMISSION. 


Fire Marshal Has No Conception of 
Duties and Improvement Needed 
Elsewhere. 





Tae special commission recently ap- 
pointed by Director of Public Safety 
Potter, to investigate the fire prevention | 
facilities of Philadelphia, has made its 
report and it is a severe arraignment 
of the Fire Marshal's office and in othe! 
respects criticizes conditions in that 
city. The commission is composed of 
Charles A. Hexamer, secretary of the 
Philadelphia Fire Underwriters Associa- 
tion and a past president of the Na- 
tional Fire Protection Association; | 
Jesse D. Burke, director of the Bureau 
of Municipal Research, and Powell | 
Evans, chairman of the fire prevention 
committee of the same body. 

Of the Fire Marshal's office 
says: 

“The weak point in the series of or- 
ganizations for effective fire prevention 
in Philadelphia is the Fire Marshal and 
his staff. This may be due to an im- 
perfect conception on the part of the 
chief of the duties of ais office; to in- 
efficient direction and supervision of 
the staff; to failure to provide adequat« 
information through suitable records 
and report or to an inadequate staff. No 
practical use, moreover, is generally 
inade of the results of investigations 
The entire motive of tae Fire Marshal's 
office appears to be to learn the name 
cr the cause of a fire, and to have the 
name written down in the record boo 
rather than to utilize the information 
in an attempt to prevent the occurren 
of future fires.” 

The report further sets forth that 1 
der existing laws the Fire Marshal has 
ample power to do highly efficient 


allt 
\aluable work toward preventing fires 
and that if these laws were taken ad- 
vantage of the Fire Marshal's office 
would be what it really should be, tie 
most important of all agencies for ‘ 
prevention of fires and _ prote on 


against them. 


The Electrical Bureau for receiving 

fire alarms and sending them to ‘ 
various stations, came in for this criti- 
ism: 

“A large number of fire boxes are of 
tne key type and show no instructions 
Wiiere keys may be obtained, cons 
quently delays result in sounding an 
alarm. The sounding of ten blows be- 
fore each alarm and twenty blows 
special signals requiring from nine to 
eighteen blows before the third alarm 


occasions needless delay. Th 
considerable for the rate of 
nals is one blow per second 

“It is the opinion of the commissior 
that the present equipment for fighting 
fires in this city could be much improv- 
ed. The water pressure for instance is 
considered insufficient by the commis- 


is delay is 


Zoing sis 


sion and as a probable cause of this 
they refer to the lavish use of water 
throughout tae city, the use averaging 


200 gallons per capita per day.” 
Lioyd’s Bill Passes Assembly. 





The Assembly has passel Assembly- 
man Cross’ bill providing that the 
surance law shall be applicable to al 
persons, corporations and associations 


cperating as Lloyds, inter-insurers or 
individual underwriters, and defining 
“insurance” so as to include any agree 
ment by which one party for considera 
tion promises to pay money or equiva- 
lent, or to do any act valuable to 
insured or a beneficiary upon the deat! 
destruction, loss or injury 
son or thing in which the other 
uas an interest. 


of some per- 


party 


A bill is now before the New Jersey 
Legislature which requires all adjust- 
ers to be licensed by the Insurance De- 
partment and they must furnish a bond 
of $5,900. 


‘The Leading Fire Insurance Company 





CASH CAPITAL, $5,000,000.00 


WM. B. CLARK, President 
Secretary Vice-President 
Henry E,. REEs W. H. Kina 
Assistant Secretaries 
A.N. WILLIAMS E,J.SLOAN E.8S. ALLEN 


W. Ef 
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of America’ 





















GUY E. BEARDSLEY 


WHIT TELSEY. Jn., Marine Secretary 





the report | 




























GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1912 
Cash Capital... . . $1,000,000.00 
Assets........ §,852,645.96 
Net Surplus .. 2989 631.94 
Surplus for Policy 

Holders ....... 3,289,631.94 


HEAD OFFICE 
Cor. William & Cedar Streets 

































For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 

Cash Capital - - $1,000,000 
Cash Assets : . 4,820,678 
Cash Surplus to Policy 

Holders - - - 2,288,079 

rhe real strength of an ins mpany 
the conservatism of its managemeé and the 
agement of THE HANOVER is an abs 
surance of the s« rity of its | 
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FIRE WASTE---ITS CAUSES AND PREVENTION 





CONTRIBUTED BY BERTRAM C. SCUDDER. 


From present indications the fire loss 
for 1912 will exceed that of 1911. The 
losses for the past three years compiled 
us by the Journal of Comerce are as 
follows: 

1909 1910 1911 
$203,649,150  $234,470,650 $234,337,250 
Fire Loss for First Two Months Last 

Three Years. 
1910 1911 1912 
Jan. $15,175,400 $21,922,450 $35,653,450 
Feb. 15,489,350 16,415,000 28,601,650 

If the present ratio of increase con- 
tinues, the losses for this year may 
reach $300,000,000. This will exceed any 
year in the history of insurance with 
the exception of those in which occurred 
the San Francisco and the Baltimore 
conflagrations. 

Underwriters and other authorities 
feel that most fires are due to careless- 
ness, and hence are preventable. Many 
lives are lost every year due to care- 
lessness and indifference of owners, 
tenants and municipal authorities. If 
municipalities would spend more money 
for life prevention and less for fire ex- 
tinguishment, we would find that fire 
waste would be reduced considerably. 
Personal responsibility of property own- 
ers would aid a great deal toward soly- 
ing this vast and important subject. 

Fire losses in this country are about 
ten times more than in Germany. The 
solution is that abroad owners and ten- 
ants are held personally responsible for 
fires. Investigations are rigid and if 
proof indicates carelessness a man is 
arrested and punished or fined. Insur- 
ance laws are observed and enforced. 
Restrictions in the United States are 
not what they should be. If people re- 
sponsible for fires were made to pay for 
the cost of extinguishment, the criminal 
carelessness would be reduced to a 
great extent. Taxes for the maintain- 
ing of fire departments would also be 
reduced. 

Carelessness. 

A great many fire disasters have been 
due to carelessness of one form or an- 
other. The shirt-waist factory fire in 
New York about a year ago when near- 
ly one hundred and fifty were killed 
was due to a match or cigarette thrown 
in cotton clippings. The factory fire in 
Newark, N. J., in which twenty girls lost 
tneir lives and a score were injured, was 
due to carelessness in handling gasoline. 
Most fires could be prevented by rea- 
sonable care of property owners in the 
construction and protection of buildings 
and on the part of tenants by ordinary 
care and precaution. 

Criminal Match. 

Mr. Amonson, president of the Peo- 
ples National, deserves a great deal of 
credit in advocating most vociferously 
the abolishment of the sulphur parlor 
match It has been said that about 
ninety million people in America use 
as many matches as the nine hundred 
millions in the rest of the world. This 
supports the cont@ntion that this is the 
most extravagant nation in the world, 
and accounts for the enormous fire waste 





Southgate’s Western Trip Postponed. 

President Southgate has just left the 
Durham (N. C.) Hospital, and altnough 
making a good recovery from his recent 
cperation for appendicitis, is still con- 
valescing at his home. Under the cir- 
cumstances his physicians have decided 
it will be impossible for nim to fill the 
engagements made in connection witb 
the western trip planned for the month 
of April by Secretary Moisant of the 
Illinois Association. 

Mr. Southgate feels very keenly tae 
recessity for this decision, as ne had 
looked forward with unusual pleasure 
to the trip. Secretary Moisant has noti- 
fied those who have been co-operating 
with nim in making arrangements for 
this trip of the necessity for postpone- 
ment, and the annual meetings of the 
various state associations will now be 
held at the customary time, instead of 


in this country. This extravagance is 
serious enough if merely the matches 
were concerned, but it becomes criminal 
when the number of fires and loss of 
life are taken into consideration. Eco- 
nomically the safety matches are much 
cheaper. A gross of boxes of safety 
matches can be purchased for sixty 
cents. Think of the saving, to say noth- 
ing of the enormous saving in fire 
waste. Laws should certainly be passed 
in all States prohibiting the sale of the 
deadly parlor match. 
Spontaneous Combustion. 

This is an important cause of many 
fires. Men who wish to protect their 
property and the lives of their families 
and employes and reduce fire waste can- 
not afford to lose sight of this subject. 
Oily rags used for wiping up floors and 
workmen’s overalls are the cause of 
many fires. Cloth soaked with vegeta- 
ble oils will generate heat and fire in 
a short time if it is closely packed to- 
gether, and especially in a confined 
space. Such fires are dangerous as they 
are apt to break out at night as a re- 
sult of articles used during the day and 
not properly disposed of at night. 

Warnings against various compounds 
used as floor oils and dust preventives, 
many of them containing oils which 
conduce to spontaneous combustion, 
should be advocated. Oily rags and 
waste should never be thrown jnto 
rubbish heaps. 

Home Electrical Devices. 

Various devices are being multiplied. 
The papers are full of advertisements 
of devices for home use. Electric toast- 
ers, plate warmers, hair curlers, electric 
irons, sewing and washing machine 
motors are being introduced extensive- 
ly. The interest of manufacturers and 
sellers is chiefly in disposing of the 
device and securing the use of current; 
they are not interested in seeing that 
proper installation is secured. It was 
reported that the palatial home of Gov- 
ernor Draper of Massachusetts burned 
on account of an improperly installed 
plate warmer which was left standing 
on a wood base. A number of fires have 
occurred from having electric irons on 
ironing boards without turning off the 
current. Householders should remem- 
ber that great care should be exercised 
in the use of electric current for 
domestic purposes. 

A great deal can be said along lines 
of ‘better and superior construction, non- 
combustible roofs, properly built brick 
chimneys, flues and many other parts 
appertaining to the construction and im- 
provements to buildings, but the impor- 
tant issue just now is to educate the 
American people and train children 
along lines of carefulness and safeguard- 
ing property against fire and conflagra- 
tions; in other words, enforce individuai 
responsibility. If the government and 
municipalities would insist upon more 
individual responsibility on the part of 
both owners and tenants and punish- 
ment for negligence and carelessness, 
the fire waste would soon diminish. 





consecutively, as planned for the pur- 
pose of entertaining President Souta- 
gate. Invitations to attend the meet- 
ings of the New York and Pennsylvania 
associations, to be held in June consecu- 
tively, have been received by President 
Southgate, and he is ‘hopeful that nae 
will be sufficiently recovered to accept. 


McClure Kelly With Yorkshire. 

Tne Yorkshire Insurance Co. will 
open a Pacific Coast Department, with 
headquarters at San Francisco. McClure 
felly, assistant manager of the Reli- 
ance and the Franklin, of Philadelphia, 
will be the manager. 

The appointment was made by Ernest 
Boyd, the active United States manager 
of the Yorksaire, who has long known 
Mr. Kelly and the results he has pro- 
duced. 
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Surplus to Policyholders $438,860.21 
FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA, N. Y., or HOME OFFICE 


W. W. ALEXANDER, Sec. 
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LOGUE BROTHERS & CoO. 
249 FCURTH AVE., PITTSBURG, PA. 


GENERAL AGENTS 


REPRESENTING THE 


GEORGIA HOME INSURANCE 


co. 
MICHIGAN COMMERCIAL INSURAN 
CALIFORNIA INSURANCE CO. — 
VIRGINIA FIRE & MARINE. INSURANCE Co. 
co 


OHIO FARMERS INSURANCE 








; 


GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 


GENERAL FIRE EXTINGUISHER COMPANY 


Executive Offices - - - - 


Provipence, R. I, 











Capital Stock 
Reinsurance Reserve 
All other Liabilities 


Home 
Office Building 


FIREMEN’S INSURANCE CO. 
NEWARK, N. J. 


Statement January 1, 1912 


NET SURPLUS............ 





DANIEL H. DUNHAM, President 
CHARLES COLYER, Vice-President 
A. H. HASSINGER, Secretary 


$1,000,000 
2,305,914 
261,030 
2,808,680 


$6,375,624 


JOHN KAY, Treasurer 











Calumet Insurance Company 
CHICAGO 














WOOD BROTHERS & COMSTOCK 
) GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA, 
CAMDEN FIRE INSURANCE ASS'N, OF N. J. 


GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsylvania. 
WESTERN RESERVE iNSURANCE GO., of Ohis 





100 WILLIAM STREET - - .- 


- New York 
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ENTERING CANADA. 





American of New Jersey Latest Home 
Company to Seek Business Across 
the Line. 





Application for entry into the Can- 
adian provinces of British Colambia, 
Manitoba and Saskatchewan has been 
made by the American Insurance Com- 
pany of Newark. It is possible taat the 
province of Alberta may be gone into 
as well, though this has not been de- 
cidei. Supervision of the new field will 
be divided between the Western and 
the Pacific Coast Departments of the 
Company. 





GALVESTON’S HAZARD BAD. 


Special Investigation Shows Grave Dan- 
ger of Conflagration Due to 
Cotton Storage. 





into condi- 
was made by 


A special investigation 


tions at Galveston, Tex., 


Engineer W. M. Johnson, of the Na- 
tional Board of Fire Underwriters, and 
the report says that the great danger 
of a conflagration there is due to the 
congestion of cotton stored along the 
water front. The principal recom- 
mendations are for the immediate pvur- 
chase of a fire boat and the installa- 
tion of a high pressure water system. 
The report sums up: 

“The city should not wait until a 
conflagration has destroyed this valu- 
able section to realize how much its 
welfare and growth are dependent 
upon the dock and terminal facilities, 


and how far-reaching the effects of a 
sweeping fire would be. Although the 
water front is fairly accessible, and 
the fire department is efficient, it is 
not sufficiently strong nor _ properly 
equipped +o keep a fire, once beyond 
the incipient stage, from spreading to 
adjoining docks and property. It has 
been the general experience elsewhere 


that fireboats afford the only successful 
means of controlling dock fires, as 
gu fires cannot be combatted success- 
fully from the land side alone, with 
apparatus of any kind.” 





NEW BRUNSWICK FIRE. 


Its Management Proposes’ Greatly 
Strengthening Company’s Finan- 
cial Status. 


The New Brunswick Fire will short- 
ly increase its capital to a half million 
dollars and add to the surplus to 
bring it to an equal amount. This will 
be done before July first, by subscrib- 
ing $600,000, half of which goes to sur- 
plus. The present capital is $200,000. 
It is understood that President Vieh- 
main has plans for considerably in- 
creasing the Company’s business dur- 
ing the current year. 





PLAN BIG MEETING AT CHICAGO. 





Illinois Local Agents Association to Dis- 
cuss Important Questions—Presi- 
dent Southgate to Speak. 

-The Illinois Association of Local Fire 
Insurance Agents will hold a big meet- 
ing in the Chicago Board rooms on 
April 26, when the important questions 
that are agitating the business will be 
freely discussed. L. E. Yager, B. F. 
Rogers, Frank Barbeour, August Thorpe, 
Jr., and Phil. Hosmer are the commit- 

tee on arrangements for the meeting. 

An attempt will be made at the meet- 
ing to build defenses against the un- 
friendly legislation which may be sag- 
gested to the next Legislature. The 


agents will discuss anti-rebate legisla- 
tion and an agents’ qualification law, if 
agreement can be reached with the 
companies on the latter point. 

Tne evening of the same day it is 
Dlanned to give a dinner at some club 
or hotel. 


The Chicago local agencies 


a a ane ana 





are + eimai for four tickets each for 
the dinner, two of which they will use 
and two of waich will be turned back to 
the committee for visiting local agents. 
Managers of companies and special 
agents will be welcomed. At this din- 
ner President Southgate of the National 
Association of Fire Insurance Agents 
will be the chief speaker. 


HONORING PRESIDENT STONE. 





Agents of American Union Fire Asked 
to Recognize Event in Life of Com- 
pany’s Chief Executive. 

On the 25th of the current monta 
James T. Stone, president of tae Amer- 
ican Union Fire, of Philadelphia, round- 
ed out a full quarter century’s connec- 
tion with the fire insurance business. 
In recognition of the interesting occa- 
sion agents of the Company throughout 
tae country have been asked by Secre- 
tary Oellers to make a special effort to 
send in an extra quantity of good busi- 
ness during March and from all ac- 
counts the suggestion is being gladly 
followed. From office boy to the presi- 
dency of a progressive corporation is a 
far cry, but it marks the accomplish- 

ment of Mr. Stone since 1887. 





After Sprinklered Business. 


The Indiana Millers, which recently 
went from a mutual to a stock basis, 
after unsuccessful litigation by some 
of its policyholders to prevent the 
transfer, has some ambitious plans, it 
is understood which involve the gen- 
eral writing of sprinklered risks. 

The officers of the Company have es- 
tablished a stock company to make 
sprinkler installations and are seeking 
contracts with large establishments 
under the usual form of arrangement 
whereby the installations are paid for 
on the instalment plan, out of the sav- 
ings on insurance rates 





Light Upon Commission Question. 


(Continued from page 1.) 


thus secured. | 


Association and December 1, 1911, has | 


been 25 per cent. 


Consideration of Agents. 


“When the question of adopting a uni- | 


form basis of compensation to agents 
in the nine northern counties referred 
to was considered, a large 


number of | 


companies were of the opinion that the} 


underwriting results in those counties 
did not warrant the payment of more 
than the ordinary grade of commissions, 
i. e., 15, 20 and 25 per cent., 
ideas were introduced in the counties} 
of Middlesex, Somerset, Hunterdon, | 
Warren and Sussex. The plan was not 
a success, largely due to the fact that 
a number of companies appreciated the 
big reduction that this changed basis 
of compensation would effect in the 
agents’ incomes, and at the earnest re- 
quest of those companies reconsidera- 
tion was given to the proposition, and | 
it was finally decided that a modifica- | 
tion would meet with the approval of 
all, consequently the adoption of the 20 
and 25 per cent. graded commission, and | 
the agreement embodying these ated 
tures submitted to the agents, not only 
of Morris county, but the nine northern 
counties referred to. With this explana- 
tion, you will appreciate that to disturb | 
conditions in Morris county would} 
mean to take up the entire question 
again. 

“In the latter part of November, 1906, 
the Morris County Board adopted a 
tariff of rates for that county, presented 
to them by the Underwriters Associa- 
tion of the Middle Department. The 
adoption of that tariff was only accom- 
plished after considerable persuasion, | 
the agents feeling that the increase in| 
rates would drive the business off their | 
books. Certainly the adoption of those | 
rates without reduction in the compen- 
saton agents were receiving at that time 
meant doubling the income of the Mor- 
ris county agents, and now under the 
agency agreement presented, and to 
which you gentlemen take exception, 





and these | 


there is but a slight reduction in com- | 
pensation. You were satisfied, or claim- 
ed you were, to continue without a 
tariff of rates in November, 1906, al- 
though you knew that your incomes 
would be increased by the adoption of 
the rates presented. 


Past Experience. 

“Some business left your books and 
went to the non-tariff companies, but 
subsequently was recovered as the com- 
panies writing the business at the re- 
cuced rates only remained as compet- 
itors a short time. So you will see, 
gentlemen, that you objected to having 
your commissions reduced to 15 per 


cent. during the regime of the Suburban | 


Tariff Association; objected to having 
your incomes increased by a tariff of 
rates in November, 1906, and now ob- 
ject to a slight reduction in commission 
which is brought about largely by the 
desire to make the compensation uni- 
form in the nine northern counties of 
New Jersey. 

“The companies holding membership 
in the Bastern Union feel that the 
agents in Northern New Jersey are en- 


titled to an over-riding commission of , 


10 per cent. on business written for 
brokers, and would like to see the 
agents of Morris county organize and 
adopt a brokerage rule limiting the 
brokerage to 10 per cent, on the 20 per 
cent. grades and 15 per cent. on the 
25 per cent. grades. We are desirous 
of doing everything within our power to 
assist in the improvement and eleva- 
tion of the fire insurance business in 
Morris county, and regret that we can- 
not concede to the request presented 
by your committee for a revision of the 
agency agreement on the basis of 20, 
25 and 30 per cent.” 


WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
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January 1, 1912 
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1,027,308.85 


HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen. Manager 
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TOTAL LIABILITIES $2.496,304.53 
POLICY HOLDERS SURPLUS $3,229, 504.8! 














JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 











The Gamewell Fire Alarm 
Telegraph Co. 

Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 
OVER 1500 PLANTS IN ACTUAL SERVICE 
EXECUTIVE OFFICE 
30 Vesey Street, New York 


AGENCIES 
178 Devonshire Fret 
626 Monadnock Building, 
1309 Traction aliding. 
i 


on, Mass. 

> IL 
Cincinnati, O. 

801 Wabash Bui g Pitts P. 
709 Dwight Building, Keoues ty, Mo. 
915 Postal puilal g. 
326 Central Buildin 
Utica Fire Alarm Telegraph i" 


Sop N. Y 
The Northern Electric & natep he iA4.. 
ontreal, Can 


General Fire noliances Co.., 
annesburg, ‘South Africa 
Colonial Trading Co., Ancon 
Canal Zone, Panama 
F. P .Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 

United States Branch, 100 William Street, New York 

ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doling so 


MORRIS L, DUNCAN, U. 8. Manager 








THE YORKSHIR 


The ‘‘ Yorkshire ’’ 


FRANK & DU BOIS, U. 


WILLARD 8S. BROWN & CO., 


not heretofore represented in the United States. 
nished for purposes of United States deposit and investment. 

S. Managers, 47 William Street, New York 
New York Life Insurance & Trust Co., U. 
Metropolitan District Mgrs., 1 Liberty St., 


INSURANCE CoO., Ltd. 


OF YORK, ENGLAND 


Is now entering the Eastern States for Agency Business, appointing Representa- 
tives in the principal Cities, and will soon be prepared to consider other territory 


ESTABLISHED 1824 
is the Oldest and Strongest of the English Fire Companies 


Ample funds have been fur- 


S. Trustee, New York 
New Yor, 











JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 


ALEXANDER WN. STEWART, President 
8. LAURENCE BODINE, Vice-President 


SAM’'L W. SCOTT, Secretary 
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INFORMING MR. BLBAKLBY 


1IOWA’S AUDITOR WANTS TO KNOW 
And President Hoadley, of American 
Fire, Tells Him Something of 
“Liquid Assets.” 
State Auditor John L. Bleakley, of 
lowa, who by virtue of his office super- 


vises the insurance companies doing 
business in that State, has started a 
new variety of campaign against the 


fire insurance companies, his particular 
hobby being “liquid assets.” In a let- 
ter to the American Insurance Company 
of Newark, Auditor Bleakley sets forth 
his views as to the present condition 


of the business and incidentally ex- 
plodes those much Circulated stories 
about the enormous profits in fire in- 
surance. Mr. Bleakley said that the 


competition was so keen and the com- 
panies had to take such chances, that 
he believed it was high time the Staite 
insurance departments took a hand to 
protect the interests of the policyhold- 
His particular means of bringing 
about the happy condition desired was 
apparently through “liquid assets.” Ac- 
cordingly, in line with his newly under- 
taken ission, he wrote to the Ameri- 
in Insurance Company criticising a 

re loan in the Company’s sched- 
which had-been running 
years. It made no difference 
that the property was in the heart of 
, that it was recently appraised 
is owned by wealthy 


ers. 


( 





$1,800, 


at $20,000, that 


people who are perfectly happy to pay 
the interest to the American Insurance 
Company, or that the mortgage loan 
could be “liquidated” in five minutes 
time right in the city of Newark. 
President P. L. Hoadley, of the Amer- 
can Insurance Company, in answering 
Auditor Bleakley’s letter, went into the 
mortgage loan transaction in detail and 


at the same time undertook to enlighten 
lowa ge leman on several othe: 
p him in his cam- 
ts.” President 
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the mortgaged properties for ap- 
praisal by competent, independent ap- 
praisers. 

All this detail may be entirely new 
to you but in view of the fact thar 
out of the 440 mortgages which we 
held on the ist of January last, cover- 
ing property all of which is located 
in the northern part of New Jersey, 
and practically all of it in our populous 
and prosperous county of Essex (the 
city of ‘Newark, with 320,000 popu:a- 
tion, located twenty minutes from the 
financial center of New York, being 
its county seat) only six were delin- 
quent in the payment of their semi- 
annual interests as long as _ thirty 
days, and the interest on those six 
mortgages was paid before January 20, 
1912. 

We think you must admit that the 
investment in bonds and mortgages is 
not a bad one, and furthermore as 
real estate mortgages covering property 
located in the State of New Jersey are 


exempt from city, county and State 
taxes and the rate of interest which 
we obtain is 5 per cent. and over, it 


is certainly more profitable than many 
other classes. Our local city taxes 
here amount to about 2 per cent., and 
if these loans were made on property 
located in another State or if we held 
railroad, municipal or other bonds is- 
sued outside of New Jersey, we would 
be compelled to pay a tax of 2 per 
cent., which is very nearly one-half 
the income on first class securities of 
this character. 

You are quite right in stating that 
competition is getting rather warm 
between insurance companies, and this 
applies more particularly to the State 
of Iowa where the Iowa companies 
have overdone the matter, especially 
in paying high rates of commission, if 
not in cutting the rates of premium. 

We fully endorse your views that it 
is up to the insurance departments of 
the several States to that com- 
panies safeguard their policy-holders 
by maintaining a reasonable amount of 
liquid assets, and while in Iowa bonds 


see 


and mortgages may not be considered 
as liquid assets, at the time of the 
San Francisco conflagration we found, 
here in Newark, that they would pro- 
duce cash quicker than any other of 
our investments. Our principal sav- 
ings banks and the Mutual Benefit 


Life Insurance Company were only too 
anxious to cash all of our mortgages 
at once, and we could have turned the 
million and a_ half more of our 
mortgages into cash twenty-four 
notice. 

If you are familiar with the market 
price of bonds and stocks owned by 
our company and know that they are 
of the very highest character to be 
found in this country, you must recog- 
nize the fact that most of these could 
be converted into cash any day on the 
New York Stock Exchange 

We believe there is no fire insurance 


oO! 
on 
hours’ 


company or any other financial insti- 
tution, doing business in the State of 
Iowa that could more readily and 
quickly convert its capital and net 
surplus into cash to meet the emer- | 
gencies of a big conflagration, than 
the American of Newark. 

Enclosed find a statement of the| 


several classes of in- 


vestments, also a 


our Company's 


few statistics as to 
mortgages. We are endeavoring to 
increase our line of real estate mort- 
gage loans to $2,003,000. 


Clarence W. Griffin, for a umber of | 


years wita the United States Casualty 
Co. as superintendent of the Metropoli- 
tan personal accident and health busi- 


ness, has been appointed assistant su- 
perintendent of the personal accident 
and health department of the Aetna 
Life. 





ASUALTY AND 


SURETY HAPPENINGS 





AGAINST COMPENSATION ACT 


MANY OBJECTIONS TO MEASURE. 


Wainwright-Phillips Bill Not Likely to 
Pass Owing to Opposition of 
Labor. 


After a conference at Albany over the 
Wainwright-Phillips workmen’s com- 
pensation on Tuesday, the general opin- 
ion semed to be that the measure could 
not pass in its present form. Those 
present at this conference included for- 
mer Insurance Superintendent William 


H. Hotchkiss, as an advocate of the 
measure under consideration; Judge 
John T. McDonough, who represented 


the Federation of Labor, in opposition 
to the bill; officials of liability insur- 
ance companies and others interested in 
the proposed legislation. 

Mr. Hotchkiss said that it was 
dent that the friends and opponents of 
tne bill typified two schools of thought 
cn the subject. Any compromise be- 
tween the two elements appeared to him 
utterly out of the question. Apparently 
there was no middle ground upon whica 
to base an agreement. He explained 
that the conference had finally taken up 
the bill, section by section, with a view 


evi- 


te perfecting it, in the light of some 
of the criticism leveled against it, so 
that the next Legislature mizht have 
tor its consideration a measure that 
would encounter less opposition and 
win more popular s‘1pport. 

Judge McDonough, who drafted for 
the Federation of Labor the so-called 
State insurance fund bill, introduced 
early in the session by Assemblyman 


OPENS NEW BRANCH. 


Casualty Company of America Now 
Writing Fidelity and Surety 


Bonds. 


All arrangements for opening its fide! 
ity and surety department having beep 
completed, the Casualty Company of 
America is now writing the indemnit: 
in addition to its numerous other lines 

The latest branch is under the man 
agement of: James H. Hughes, agency 
department; Dunbar P. Spotts, contract 
department; Stewart Leitch, fidelity de- 
partment; Harvey Self, judicial depart- 


ment; Charles E. Bates, attorney; 
Hugh M. Krumbhaar, consulting engi- 
neer. 


The Eagle Fire, of Newark, ‘has just 
been granted a charter to do a rein- 
surance business. Clarence Hodson ef- 


Sullivan, of Chautauqua, then addregseq 
the committee, outlining briefly the feq- 
eration’s objections to the bill. He ask. 
ed why it should exempt railway em. 
ployes from the benefit of its provisions. 
They are not exempted in the New Jer- 
sey, act, after which this bill is pat- 
terned. 

Senator Wainwrigat, of the commit- 
tee, said he knew of no reason why the 
bill under consideration should be 
made to apply to employes on railroads 
not engaged in interstate traffic. 


not 


Judge McDonough went on to say that 
kis clients were not satisfied wit the 
compensation feature of the bill, which 


is 50 per cent. for total disability. Work- 
men’s compensation acts of several 
other States, he said, allowed more, 
and they ougat to be more liberal than 


what was contemplated under the New 
York bill. Then, again, the weekly 
payment is only ten dollars. That was 


not enough, Judge McDonough contend- 
ed. He furtaer criticised the text of 
the measure dealing with “actual de- 
pendents.” Too much was left for the 
ourt to construe, with the likelihood 
that the employe would suffer the 


result of judicial decisions in liability 
litigation growing out of the act. The 
rights of the widows were not suffi- 


ciently protected. 


CASUALTY AND SURETY MEN 


To Meet at Old Point Comfort in Aug- 
ust—Volume of Last Proceedings 
Issued. 
The International Association of Casu- 
alty and Surety Underwriters will hold 
its second annual convention next Aug- 
ust from the 13th to 16th, at Hotel 
Chamberlin, Fortress Monroe, Old Point 
Comfort, Va. This meeting will be the 
greatest gathering of casualty and sure- 


ty underwriters that has ever been held 
as the new association combines the 
three old associations, the International 
Association of Accident Underwriters, 
the Board of Casualty and Surety Un 


lerwriters and the Liability Association 

The volume of the proceedings of the 
first annual meeting has just been 
brought out and it is the most attractiv 
thing in this that has been pub- 
lished by the associations. It is a bool 
of nearly two hundred pages ani 1 
dition to the full stenographic prov 
ings, together with the addresses 
livered, contains photographs of most of 
the men prominently identified with the 
new and all of the old organizatio! 


line 











Western Empire Expands. 
The Western Empire Fire of 
kane, will increase its capital and sur- 


Spo- 


fected the organization. plus from $275,000 to $600,000. In -ad 

dition the Company will enter a num- 

Miss Laura G. Grant, a lawyer by pro- ber of Eastern States, including New 

fession, fas ‘been appointed an inspec- York, Pennsylvania, Indiana and _ IIli- 

tor under the new fire prevention law nois, as well as _ several Southern 
of New York. States and California and Oregon 

——_ 





T. J. FALVEY, President 








Massachusetts Bonding & Insurance Company 


HOME OFFICE, BOSTON 


Paid up Cash Capital - - 
Surplus to Policy Holders - 


Accident, 
Burglary and Theft Insurance. 


Good territory and positions open to live underwriters and producers. 


JOHN T. BURNETT, Secretary 


$1,000,000.00 
1,628,797.56 


Health, Liability, Plate Glass, 
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BOYER SUES GENERAL ACCIDENT. 


interesting Details of His Contract 
With Company—Claims $60,000 
Due Him. 


Accident underwriters are chiefly in- 
terested in the suit filed last week by 
Charles H. Boyer against the General 
Accident, because of the details of Mr. 


Boyer’s connection with the Compa- 
ny. In his suit Mr. Boyer claims that 
there is more than $60,000 still due him 
fro the Company. 


The principal basis for the suit as 
set rth in the petition, is a profit 
ig contract under which Mr. 


Boyer claims that he and his brother, 
Dr. Merle S. Boyer, were to get sixty 
per cent. of the net profits of the busi- 
ness of the industrial accident depart- 
ment of which they were managers. 
U1 this contract they were also to 
be liable for net loss to the Company 
on e business and they deposited $5,- 
O00 ith the Company as a guarantee. 

When Dr. Boyer withdrew from the 
mi rement in 1904, Charles H. 
Bo was made sole manager under a 
ne contract by which he was to re- 
ce a salary of $5,000 a year and a 
commission on the net profits as fol- 
loy 


y per cent, on profits prior to 
19 ind the same for that year. 
Twenty-five per cent. on profits for 


ity per cent. for 1907 and fifteen 

pe cent. for 1908 and _ succeeding 
1906, Mr. Boyer’s salary was in- 

Cl ed to $6,000, until his combined 
s and participation in the profits 
tmount to $14,800 per annum, in 

W 1 event it was agreed that the 
should be reduced to the sum 

‘ d in the agreement. Mr. Boyer 
st in his petition that the profits 
( General Accident from its in- 
da tl business in 1910 were $183,- 


Boyer says that on September 
Company notified him of its de- 

to cancel the contract, he waiv- 
right to continue for one year 

ided in the agreement. He fur- 

tes that at the time of the ter- 

! tion, large profits had accrued 
been received by the department 

1ich he was entitled to share and 

he Company had made large ad- 

vi s and loans to agents from funds 
| ring to its industrial department 
ch he was interested. Also that 

time of the termination of his 

the agents were indebted to 





or balances aggregating many 
ands of dollars, which have since 
be collected by the Company. The 
ye on also claims a share in the fur- 


1 e and fixtures of the Company 
ul the premium reserve. 


A REMARKABLE GROWTH. 


Fidelity & Deposit Company Holds 
Enviable Place” Among Maryland 
Financial Institutions. 

i ter addressed their customers 
fambleton & Company, prominent 
ers of Baltimore, after reviewing 
ous financial institutions of the 

\ imental City, the following is given 
‘erning the Fidelity & Deposit Com- 


The history of the Fidelity Compa- 
business and financial development 
Ss so replete with matters pertaining to 
a ide range of original exploitation 
ind constructive work, that it is pos- 
sible in limits to mention only a few of 
main features. The Company was 
organized in 1890 to do a general surety 
iness. At this time there were but 
® surety companies in the United 
States; neither of them covered the 
Wide field of bonding public officials 
Widespread defaleations had caused 
conservative business men to seriousl) 
sider means for the better protec 
tion of the public and to obviate the 
risk of personal surety. 
Hdadwin Warfield (later Governor of 
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Maryland—1904-07) conceived the idea | 
of organizing a corporation that would 
meet the requirement. He believed that 
the revenue of a surety company could 
be greatly increased by adding to its 
business the bonding of public officials 
of various States and municipalities, as 
well as of the National Government. 
“It is interesting to note that the 
financial community, then, entertained 
much doubt as to the feasibility of the 
project and regarded its inception as a 
speculative venture. Mr. Warfield’s 
practical experience and acumen, how- 
ever, enabled him to perceive the won- 
derful potentialities of this field of en- 
terprise; and to his energy and fore- 


sight was due the subsequent success-! 


ful establishment of the Fidelity Com- 
pany as a permanent, vital and profita- 
ble reality. The Fidelity to-day ranks 
as the leadng surety company in the 
United States, and is accounted the 
largest and strongest concern of its kind 
in the world. 

“The first years of the Company’s life 
were confined to the work of educating 
the people of Maryland to understand, 
and to satisfy the courts as to the relia- 
bility and advantages of corporate over 
personal suretyship. The Company next 
turned its attention to other States, as 
well as to the National Capital. The 
heads of several departments of the 
Government were prevailed upon to ac- 
cept the Fidelity Company as security 
upon bonds, and within a few years cor- 
porate suretyship had so grown in pub- 
lic favor that Congress passed an act 
authorizing the acceptance of surety 
companies upon bonds given to the Gov- 
ernment. 

“An immense amount of work was 
necessary to accomplish the legislation 
needed in various States. Governors, 
legislators, mayors, city councilmen, 1n- 
surance commissioners, judges of courts 
and all persons with authority to ap- 
prove bonds had te be educated as to 
the superiority of corporate suretyship 
over that of the individual. 

“It will be seen that the Fidelity Com- 
pany cut out the paths of its own ad- 
vancement, and directed the surety 
business in this country into broad and 
diversified channels In so doing, it 
pioneered the way for many others who 
were to follow after. The field proved 
a fertile one, and the number of com- 
panies engaging in the business increa 
ed rapidly.” 








The man with the auto- 

The Man mobile not only can usu 

With ally afford to insure, but 

the Car. he cannot well afford, 

considering the risks he 

runs, to do otherwise. In fact, if it were 

feasible in any case to make insurance 

compulsory, it should be done in the 
case of automobile owners. 

The insurance of automobiles, includ- 
ing accident to the machine, accidents 
in which property is damaged and per- 
sons injured, is clearly in the interest 
of the public, as well as of the machine 
owner. In a majority of cases, where 
automobiles are used for pleasure, the 
owners aye not rich. Judgments against 
them in case of accident would, in many 
cases, not be collectible; yet, by pay- 
ment of an insurance premium, they 
bring a strong company into relation 
ship with them as a responsible agency. 
This protects the public and prevents 
what would often mean ruin to che 
owner. It stabilizes the whole business, 
and it is a means toward preventing 
recklessness, since the chauffeur with 
such tendencies is being eliminated by 
the insurance companies who take auto- 
mobile risks. 

These points are sound at all times, 
but they are presented now with a spe- 
cial design of reminding the agent that, 
owing to the early opening of the auto- 
mobile season, it is time to be looking 
after this class of business. Do not al 
low any owner of a car in your ter- 
ritory to escape your particular and spe 
cial attention, or to remain ignorant of 
the great merits of automobile policies. 
—American Casualty Bulletin. 





The ** EMPIRE” 
| STANDS FOR 
Aggressiveness 
|| Prompt payment of losses 
AND 
Clean methods 





Agents wanted who are unattached and can produce 
business 


Capital,$500,000 '| 


Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 














NEW BUREAU FORMED. capital may need insurance for $1,000, 
—_———_— $2,000 or even $10,006. gut there al 

Southern Casualty Men Organize for countless homes where burglary and 
Improving Business Conditions in theft insurance policies are just as 
Their Field. necessary, and these can be adequately 


—— covered by $200, $300, $400 or $500 

The casualty and surety companies of policies. in these homes a loss 1s 
twelve southern States have organized serious unless covered by insurancé 
an information bureau, following out It is safer to plunder just this kind 


rlans made at the last annual conven- a home, because there is less energy 
tion of the southern casialty and vsed to regain losses by suc} 
surety companies. The following compa- Who cannot afford the time and ex- 
nies were represented at the meeting; pense of trying to recover the stoler 
Alabama Fidelity and Casualty, Mont- 20ods.” 

gomery; Commonwealth Bonding, Fort The following is a rate table showing 


Worth, Tex.; Georgia Life, Macon; the reduction of and theft 
Great Southern Accident and Fidelity, insurance issued: ol $4 a 
Atlanta; New Orleans Casualty; South- Year; $390 policy vO] $6 
ern States Fire and Casualty, Birming- °® policy, $7.50; $75 10. 





ham; Southwestern Surety, Denison, eas : 
WITH AMERICAN BONDING. 


Tex.; Texas Fidelity and Bonding 
Waco; United Casualty and Surety, 
Memphis; Western Casualty and Guar- 
anty, Dallas; Interstate Casualty, Bir- 


Baltimore Company Appoints Prominent 
Richmond Firm Its Virginia 











mingham, Ala.; General Bonding and Managers. 
Casualty, Dallas; Home Life and Acci- enemas 
dent, Fordyce, Ark Equitable Casu- A noteworthy appointment newly 
alty, Atlanta; Florida Fire and Casua- made by the American Bonding Com- 
alty, Jacksonville. iny of Baltimore, is that of Lecky & 
Officers of the bureau have been elect- Ruffin, of Richmond, as resident man- 
ed as follows: J. G. Cloud, chairman; agers for Virginia in all lines. F. T 
C. J. Goodman, vice chairman; A. G. Pullian, who formerly represented the 
Ogle, secretary-treasurer, anad these ompan ont s as resident ice- 
officers, together with Edwin A. Shelby ticimond 
ind H. D. Wilson, comprise the govern- Ruffin are N now 
ing board Dusiness see S al con- 
ee trol a large line of high] esirable ac- 
Equitable Surety Appointments. ounts. In securing their allegiance t 
~—- Ame in Bonding has made a ter 
E. B. McConnell & Co., general agenis trike 
of the Equitable Surety Company for Another noteworthy apointment for 
New York State, announce the appoint- the Compa s that of J. F. Hayburn, 
ment, through Special Agent W. H. of San Francisco, who becomes atta 
Jones, of Leon C. Rhodes, member of ed to tig American Bonding’s office in 
the firm of Newell & Rhodes, of Bin 5 ye 
hamton, N. Y., as their representatiy 
at that point. To represent the Com 





pany at Auburn, N. Y., they have ap 
pointed John F. McGrath, who is the 
local manager of the Tuxill Realty Com 


pany of New York city. GP 
Rates on Small Burglary Policies. De 





The National Fidelity and Casualty | 


- acC\MthT (YSU panes comps” 
Co. of Omaba, is issuing small burglar) 


of Hew York 


policies and the rates charged are 
interesting. In regard to the contracts SUPERIOR POLICIES 
the Company Says: 





COMBALL C. ATWOOD, President, 


= ese poll inst os 
These pol 200-292 Groadway, New York. 


‘jes cover agi 








by burglary, theft and larceny nd 
any damage to property, including 
property of guests 

“The man or woman of unlimited 








THE FIDELITY AND CASUALTY COMPANY 


92-94 Liberty and 97-108 Cedar Streets, New York City 
Pi iauns cheat ewes edesed be 606s $10,482,662.48 


Capital and Surplus................-.-ssseee 2,925,436.99 
Losses paid to December 31, 1911... 37,528,798.17 


This Company grants insurance as follows: 
Fidelity Bonds, Surety Bonds, Burglary, Plate Glass, Steam 
Boiler, Fly Wheel, Employers’ Liability, Public, Teams, Auto- 
mobile, Workmen’s Collective, Workmen’s Compensation, Elevator, 
and General Liability, Personal Accident, Health, Physicians’ 
Liability, and Druggists’ Liability. 
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LIABILITY SITUATION HERE 


COMPANIES ACTING CAUTIOUSLY. 


No Raiding Tactics Are in Evidence in 
Spite of Rate War Talk— 
Resolutions. 


The much heralded rate war on lia- 
bility business, growing out of the cif- 
ferences among the companies over 
the regulations imposed by the Work 
men’s Compensation Bureau, has not 
done any great damage so far. Some 
rate cutting has been in evidence in 
some of the brokerage offices, but 
there has been no raiding of business. 

The companies are all too enretul 
just now of this branch cf the business 
to precipitate any further trouble. 

General Manager A. Duncan Reid, 
of the Globe Indemnity Co., who is the 
center of the present agi-ation in the 
liability field, because he has persist- 
ently declined to enter the Workmen’s 
Compensation Bureau until the rules 
were modified so as to give the new 
companies an equal chance to compete 
for business, has said that he is not 
cutting rates and is writing all the 
business he cares to handje at manual 
rates. 

To Look into Reserves. 

It is stated that the New York in- 
surance department is contemplating 
the examination of one or more com- 
panies whose annual statements show 
that last year they wrote a volume of 
business just about large enough to 
digest without impairment under the 
most stringent aplication of the new 
liability loss and claim reserve law. 

It is not believed that these exami- 
uations will disc’ose any attcmpt to de- 
lay the entering on the books of daily 
reports, but it is thought that the de- 
partment will recommend to the next 
Legislature a method whereby compa- 
nies which have not been in business 
more than 10 years can ascertain from 
their more recent experience whether 
they are setting aside enough money 
to meet future losses. 

The compromise resolutions adopted 
by the companies to meet the situation 
were as follows: 

Resoiutions Adopted. | 

Resolved, That the Bureau believes 
that the propositions submitted by the 
Globe Indemnity Company are unwise, | 
and it believes that in practice that 
company would be so convinced, but in 
order to avoid worse things and to pre-| 
vent the demoralization which will be | 
unescapable if the Bureau should be 
compelled to protect its members from | 
non-member competition by rescinding | 
the present safeguards, these proposi- 
tions are agreed to as_ hereinafter 
modified upon the condition that the| 


Globe Indemnity Company, the New 
England Casualty Company and the}! 


Massachusetts Bonding & Insurance 
Company join the Bureau as of April | 
1, and so notify the Bureau not later 
than March 20. 

Resolved, That the special 
rules be amended as follows 

Reduced rates on all risks expiring 
during April, 1912, must be promul- 
gated by April 1, 1912 

Reduced rates on all risks expiring 


rating 


during April, 1912, must be promul- 
gated by April 20, 1912 j 
Reduced rates on all risks expiring 


during July, 1912, must be promulgated 
by May 1, 1912 

Reduced rates on all risks expiring 
after July, 1912, must be promulgated 
not less than ninety days prior to the 
expiration of the risk and not othe: 
wise, except in all States for which 
new manuals may hereafter be issued 
The ninety-day rule shall not app! 
until ninety days after such manuals 
shall become effective. 

Reduced rates issued in accordance 
with the foregoing rule shall b2 com 
municated to each company member of 
the Bureau. 

No risk shall be bound, virtually or 
otherwise, except at tariff rates until 
notice is received from the Bureau 
that a reduced rate has been granted 

Any rules in conflict witn these | 
amendments are hereby repealed | 

The Special Rating Question. | 

The special rating rules of the Bu- 


reau, which are the subject c* coniro- 
versy, were amended last January to 
meet the objections of the Globe and 
other new companies. Generul Man- 
ager Charles H. Holland of the Royal 
Indemnity regards the special rating 
question as of minor importance. 

“Our company has received upward 
of $900,000 during the first year cf its 
existence which ends on April 2,” he 
said. “This is a record for a new 
company and we have turned away at 
least twice as much more. We have 
had only about 12 companies as to the 
subject of special rating during the 
year and in only one instance did I 
have proof of the justice and truth of a 
complaint. A rating bureau cannet ex- 
ist without a special rating system and 
we are satisfied that our present sys- 
tem is as fair as human fallibility can 
make it. 

“Special rating is a minor matter 
anyway, when the total volume of 
business is considered. During tlhe 
past 12 months, the bureau has made 
approximately 3,500 special rates. 
Within that time there have been writ- 
ten approximately 2,000,000  liabiliiy 





policies. This makes a ratio of one 
special rate to every 500 policios 
written.” 





New England Casualty Appointments. 


The New England Casualty Compa- 
ny announces the following agency ap- 
pointments: Ridge, McNeil & Fur- 
long, for casualty lines at Philadelphia; 
Hamilton White, for all lines at Syra- 
cuse; McComas & Kroh, for all lines 
except liability at Baltimore. Joseph 
E. Randall has been appointed mana- 
ger of branch office at Washington, 
D. C. 





Vice-Chairman W. M. Byrne. 


W. M. Byrne, of the W. M. Byrne 
Agency of St. Louis, has been elected 
vice-chairman of the American Credit 
Indemnity of New York, which has its 
home office in St. Louis. Mr. Byrne 
is also a member of the finance com- 
mittee of the Company. 





SPECIAL TALKS WITH LOCAL AGENTS 





Superintendent C. _ S. 


Efficiency Hoag, of the Standard 
and the Accident Co., writes in- 
Inefficient. terestingly on the sub- 


ject of efficiency and 
with a personal knowledge of the weak- 
nesses that make some men inefficient 
in the following: 

There are two kinds of men in our 
business—efficient and inefficient. All 
belong to one or the other class. A 
man is either efficient or he is not. The 
efficient man may never reach perfec- 
tion. No human being ever accomplish- 
ed all that is theoretically possible. It 
is striving that places a man in one 
class, or the lack of striving in the 
other. The fifty point man wants just 
as much as the hundred point man. He 
is kept temporarily because a better 


Experience on Select Risks. 

The Preferred Accident Insurance 
Company has made a tabulation of its 
claims paid, reflecting the experience 
on its selected class of policyholders, 
made up chiefly of business and profes- 
sional men. Its various accidents were 
tabulated as _ follows: Pedestrians, 
15.65; inside the house, 13.69; jnorses 
and vehicles, 13.11; at home outside of 
iouse, 12.74; recreation, 7.65; railroad 
travel, 7.28; automobiles and bicycles, 
6.55; steamship travel, 5.46; drownings, 
4.05; miscellaneous, 13.83. 


Empire State Surety Staff. 


The Empire State Surety now has 
three assistant secretaries, the follow- 
ing having just been appointed. S. W. 
Wiikinson, Robert M. Nugent and Willis 
S. Mullen, the last of San Francisco. 
The Company will open a branch office 
in that city which will be in charge of 
Mr. Mullen. g 











itself. 


SERVICE 


We hear much talk of “service” these days. 
Perhaps it is a new thing to some companies. 
But the Maryland has for many years given 
a grade of service to both policyholders and 
agents which will continue to be the standard. 
For example—it is our uniform practice to 
pay all claims, in which final proofs have 
reached us, the same day such proofs come in. 
That is the sort of service 
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man is not then available—he requires 
more time and supervision—greater care 
in dealing with him, and, lacking ampj- 
tion, he will never advance. His income 
will never materially increase; he is -in- 
efficient from choice, while the income 
of the hundred point man will take care 
of itself—his efficiency will regulate 
that. 

The first test of efficiency is to find 
out what you want to do—what you 
want to accomplish. You will never ar. 
rive unless you have a very definite 
idea of where you are going, and reach- 
ing your determination, the essentia} 
factors to its success are, plan your 
actions—apply the energy—be persist- 
ent in your endeavors—and be loyal to 
your company. 

Plans and resolutions are easy enough, 
but without energy will never material- 
ize. The best plans and most energetic 
actions will not bring success without 
persistency. Energy and persistency 
are misdirected without loyalty to your 
company, and loyalty is nothing but 
common honesty, for if you accept com- 
pensation from a company, you owe that 
company an honest effort in return 
You cannot work for a company a part 
of the time and against it a part of the 
time. Give undivided service or none. 

Friction is demoralizing and life is 
too short to spend it in an atmosphere 
cof continual discord. No man can be 
efficient under such conditions. If you 
are out of harmony with your work o1 
with your company, get out or get iu 
line. Stand by the company you are 
with—be loyal—and if you cannot, re- 
sign. 

* 7 
The secret of success 

How Success Is in the 

Won by the business is the secret 
Insurance Agent. of 

business. 


insurance 


success in any 


It is not so much a question of 


adaptability. A man is not born a 
merchant, a banker, or an insurance 
broker. There is a vast amount of 


cant about natural fitness and adapt- 
ability. A man becomes fit and adapt- 





ed to any kind of business he is 
making a success of and the greater 
the success the greater the adapt- 
ability. It is progress that creates 
adaptability which then in turn aids 
progress. 

Success comes through work—it is 


never vouchsafed to a man as a gift 

it is not an endowment—it is some- 
thing to be won—something to be 
worked for—it is a reward for long, 
patient continuance in work. 

Complaining at fate, fault-finding 
because of ill luck, worrying over 
obstacles and hindrances are barriers 
in the road to success. There is no 
such thing in a business sense as fate 
or luck and worrying is a cold stream 
upon energy and ambition. 

There is one road—one road only 
to success and it is open to everyone. 
Success can only be reached by pa- 
| tient, faithful plodding along the road 
called work, following steadfastly its 
|three guide signs—pertinacity, per- 
| Sspicacity, persistency—that is, resolute 
| clinging to one purpose—clear sighted- 
|ness, acute discernment of what one 
| may run up against, sagacity in avoid- 
ling or overcoming—and, a steady con- 
| sistent and firm adherence to a pre- 
| viously decided course of action. 

There is no other road, no other 
way but this, and the patient, plodding 
person along this road is sure of suc- 
icess. The man who “plans his work 
|}then works his plan” will always win 


| success.—Preferred Pilot. 
* + + 

One of the casualty com- 
| How Much panies received a letter 


| Capital is from a man who evident- 
Required? ly was thinking about 
taking up personal acci- 
| dent business. The burden of his in- 
| quiry was as to the amount of money 
that would be required to start. Not 
unreasonably, he assumed that to g0 
into business it took money, but the 
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answer he received may serve also to 
jolt some of the old-time agents into 
a realization of the great advantages of 
their W ork 

“Dear Sir: You want to know how 
much apital it requires to engage in 
the insurance business, For answer, we 
will say that it doesn’t require any capi- 
tal, in the ordinary sense of the term. 

“There is, however, a certain intangi- 
ble capital, of the kind that cannot be 
counted and reckoned in dollars and 
cents; and, moreover, it is the best and 
most productive capital in the world— 


namely, brains. 

“There is more of that kind of capital 
than any other employed in the insur- 
ance business, and there is a vast need 


for more of it all the time. It is the 


brains, almost alone, that make it go; 
and it is easier to get the money than 
the brains 

“If you have brains, therefore, you 


are sufficiently capitalized to enter the 
ranks of insurance. 
“They need not be extraordinary 





brains, but well regulated, working, re- 
ceptis yrains, capable of growth and 
expans 

“That is the capital you require and, 
equipped with that kind and employing 
it diligently, continuously, with enthusi- 
asm, zeal and persistence, it will pay 
big dividends and may be coined into 
the kind that figures in bank accounts 


and is counted in dollars and cents. 
“There are few better forms of brain 
investment than in the insurance busi- 
ness. The dividends are almost certain, 
often very large, and your capital is 
- impaired.” 
x a x 
Insurance men are only 
t commencing to wake to 
siness the need of a greater ef- 
9-day. ficiency in their work. 
The accident business has 
beer asy, territory too fertile to 
tem ntensive colicitation. Modern 
bus 38 nditions have changed all 


s zents, long accustomed to 
accident insurance field, 
nov i that others are crowding them 
har old timers wao cling to out 
of methods and who talk insur- 
i lving on their great circle of 
l acquaintances, are yielding 
to the fellows who are 
Vol zt new systems. 

\ ts should remember that there 
re ma iccident insurance companies. 
You cannot hope to constantly keep 
tomers unless you are inter- 
est i them Your customer may 
inew policy. If you don’t furnish 
otner fellow will. All your pres- 


> 


tige, all your policyholders’ good will 
won't count in holding the business, 
when the policyholder wants sometaing 
els 

Years ago, wnen farm land was cheap, 
ea uan run over a vast amount of 
ground To-day all that is changed. 
Irrigation brings about intensive farm- 
ing. Five and ten acres and up to forty 
is about all that one man can take 
care of, depending upon the kind of 
crops Years ago an insurance man 


could travel hither and thither and pick 
off business. To-day all that is chang- 
ed. The successful insurance man c.lti- 
vates intensively a small territory. He 
thus gets the fruits of nis labors. He 
keeps in touch with business conditions 
in his territory, thus procuring more 
new business and reducing the lapse 
ratio —Geo. W. Woefle. 
” * * 
In presenting risks for 
Salvage our consideration, agents 
In Plate occasionally lay stress 
Glass. upon the prevalence of 
large plates in the line, 
and call our attention to the amount 
of salvage that would result in the event 
of a breakage, but the salvage has such 
indeterminate value that plate glass in- 
surance underwriters discard it alto- 
gether in calculating the premium to 
apply on any given risk. A plate may 
Teadily ‘be blown out, in which evont 








there is no salvage, and when the 
salvage remaining from a break is, say, 
90 per cent. of the size of the broken; 
plate, we are rarely allowed more than 
50 per cent. of the real value of it, and | 
in the smaller places, where salvage is | 
intrinsically worth more than in the| 
larger cities, it is often very difficult to 
dispose of it for even half of its value. 
Sometimes it is necessary to ship 
salvage to the nearest jobbing house, 
though this method is frequently un- 
satisfactory, because the people who 
handle glass in the smaller places 
have no experience in packing glass, 
and consequently when it reaches its 
destination, the best way to get the 
plate out of its case is with a shovel. 
There is one very important feature 
to bear in mind when required to re- 
turn salvage to a jobber, and that is, 
that no salvage plate over eighty-four 
inches wide is to be shipped, for plates 
of that size carry the flat car freight 
rate which is invariably more than 
the value of the glass. In such cases 
we try to have the glazier cut the plate 
down to a size that can be packed in 
a smaller case. We also _ protest 
against the shipping of any salvage 
plate in the same box in which a flat 
car size plate was received without 
first cutting down the box. The freight 
cn plates over 84x84 is based on the 
size of the box containing the glass, 
so if an attempt is made to transpor 
a light of salvage size 72x98 in a box 
96x100, the flat car freight rate would 
apply on the shipment, and the freight 
would in such an instance be much 
more than the price obtained for the 
salvage. Furthermore, the box should 
not be more than six inches larger than 
the plate, otherwise there is great 
danger of ‘breakage in transportation. 
National F. & C. Booster. 
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About one-third of all} 
lapses occur the first} 
month. That means that | 
the policies lapse at the 
expiration of the policy 
fee period and no premiums at all are 
ever paid. This is pretty strong evi-! 
dence that some agents don’t sell their } 
policies hard enough to stick; that they | 
don’t give the policyholders explicit di- | 
rections as to whom to pay their first 
monthly premiums: that they pocket} 
the policy fees and then pay no more 
attention to the collection of subse- 
quent premiums: and that their inter- | 
est in the policyholders ends when they | 
extract from them their policy fees. 


Accident 
Policy 
Lapses. 


We believe and know that the agent 
in the field is the person who can do 
more than anybody else in preventing 
lapses. He is on the ground, is in} 
pversonal touch with the policyholder, 
and if he looks after his business as 
carefully as he should he is about the | 
first one to know when a policy has | 

| 
| 





lapsed and can go out promptly and 
cet the reinstatement. 

We believe that the lapse ratio in 
any particular territory depends to a 
sreat extent on the personality of the 
agent in charge. Invariably, if the 
agent is a man who makes friends 
with all policyholders, keeps in close 
touch with them by going out of his 
way to meet them frequently and speak 
a kindly word, his lapse ratio is small 
and his policyholders’ enthusiastic 
about both him and the company. 

The personality of the agent speaks 
clearly and forcibly in the accident 
and health insurance business. It re- 
flects itself in both the quantity and 
quality of the agent's business. You 
can detect it in the loss ratio, the 
lapse ratio and the collections. Fur- 
thermore, you can see it reflected in 
the minds and hearts of the policy- 
holders—they gladly pledge their co- 
operation and support to the agent 
with the strong, energetic, honest ana’ 
friendly personality, and they like to 
have him manifest enough interest ir 
them to see to it that they keep their 
insurance in force.— U. S. Agents 
Record. 





THE EASTERN UNDERWRITER 


Wake Up! 


“9 2. = 

0 OQ 
FARA and make some money. AMERICAN 
Jy, ' ASSURANCE COMPANY, 13th & 





Spring Garden Streets, Philadelphia can 
show any intelligent Man or Woman 
how to sell its policies and build up 
a permanent INCOME. 
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i Wanted Special Agents vi, Surtp capt of sso0.00 
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e 
FF Guaranty Fund Deposited with the State of Texas $150,000.00 f 
2 
Q Good Territory Open in Several Southern and Western States é 
2 2 
ed £ 
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3 
# Commonwealth Bonding and Casualty Ins. Co. & 
e e 
fe Address Agency Department 8 
© a 
a 
a Flat Iron Building, Fort Worth, Texas HH 
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f SUUMMMMMUA EE MMMAE TENE CeeeeMENEEeEeEeeeneeeeeeee 
THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 
eS HI Cc A G oO Resident Manager 
lene 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Elmer A. Lord & Co. 


Liability, Accident, 
Burglary, Boiler and Ps ‘ F Resident Managers 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 





145 Milk St., Boston 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 
Chartered 1874 
PLA GLASS 
reRsonar accipent POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Aas’t Sec 
RELIABLE AND ENERGETIC AGENTS WANTED 








ACCIDENT - - - LIABILITY (all lines) - - HEALTH 
BURGLARY (all lines) - - - - - - - - PLATE GLASS 
AUTOMOBILE PROPERTY DAMAGE - COLLISION 
PHYSICIAN'S LIABILITY AND DEFENSE - - - - -- 
INDUSTRIAL ACCIDENT AND HEALTH 


Prudential Casualty Company, 


HOME OFFICE, INDIANAPOLIS 


SO00, 000.00 
817,022.09 


799 .957.?] 


Capital Stock fully paid up - 
Gross Assets - - - - - 
Surplus to Policy Holders — - 
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INTERVIEWS INCREASE INCOMES} — 


Georgia Life Insurance Company fe tention aa 


OF MACON, GA. 
W. E. SMALL, President Insurance Company 


} 
| 
| 
Atlanta, Ga. 
CAPITAL $1,000,000 SURPLUS $500,000 | : ’ 
sea Ie eo | en has a complete and systemati 
"ALTY IN ANC Bee igo Mee c 
aspen uaetbegs: ep . | > ASIA Y a t y FOLLOW-UP BUREAU to assist 
Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative = wind its A anti naaieaiinas 
Management. First Class Openings in bothBranches for PRODUCERS : gents in securing interviews 
| 


Address M. Y. Manley, Superintendent of Agencies WILMER L. MOORE, President ROBERT F. MOORE, Agency Secretary 








RESERVE LOAN LIFE INSURANCE CO. Assets, $2,500,000 Surplus, $815,000 


Indianapolis, Ind. Health and Accident Policies with the name of the 
Assets $2,127,667.58 - - Liabilities $1,891,363.65 Philadelphia Life attached should make easy-selling. The 


Company’s success in the life business is well known as a 


Surplus to Policyholders $236,303.93 great achievement. 


September first is the date set for issuing the new line of 
For Territory Address ‘ Health and Accident Policies. 
ELSES Secretary: Write us about representing the Company in your locality. 
Answer at once. 


THE NEW POLICIES AND RATES ARE NOW READY PHILADELPHIA LIFE INSURANCE CO. 


THE STATE MUTUAL LIFE INSURANCE COMPANY | ||__NoRTH American BuiLpIN PHILADELPHIA, PA, 


OF ROME, GEORGIA 


Has just put on the market a most complete line of new life policies. They include 

Monthly fneome, Guaranteed Premium Reduction and Full Premium Return Policies J E F F S O N 

and they carry all the new features such as Total Disability and Double Indemnity. TO TD POLICY 

The rates are lower and the contracts more liberal — re ng og by the | 5 j St d d Lif. I C 

Company. Our agency contracts are an innovation in life insurance. 1e commis- ¢ S~INDEPENDENS™ | 

sion busis is scientifically caleulated so as to give the agent all the business will stand. | —~ = 7 $——— andar ie nsurance ompany 
We have Good Contracts and Good Territory for Good Men — TRA Home Office: RALEIGH, NORTH CAROLINA 


| mm! Se ee A progressive, conservative Southern Life Insurar 
Apply now to G. R. PORTER, Pres., Head Office, Rome, Ga. s Rew # ay 5 Company surance 
arn q ‘ew fF ‘ t 
ie oe 


a OR 4 Surplus to Policyholders $500,249.15 
OVER $3,000,000 WRITTEN FIRST YEAR | . i) 4 x a4, ‘ ‘I Liberal agency contracts and attractive policies. We can 
¢ . ey mo] -— > } 





























i . interest men of ability and energy 
Premium income over $100,000 Pnvsitbiecting 


This great showing is due to 

Our liberal policy contracts 

Our “gingery” agency organization 

The “open-door” policy of our home office: 
General agency contracts direct with Home Office with very liberal 
commissions and renewals in Ohio, Michigan, Kentucky and West Virginia. 


Write giving experience and references VALUABLE AND EFFECTIVE 
THE TOLEDO LIFEINSURANCE CO. |] Canvassing LITRRATURE 


WILBUR WYNANT, President 
601-619 Nicholas Bldg. - - . - Toledo, Ohio — 


== | LIFE INSURANCE AGENTS 
Ciny bo addrecing nS SPuendie contracts in New York [| “REBATING VOIDS THE POLICY” 


**Rebater and Assured Liable to Fine and Imprisonment ’’ 


Security Mutual Life Insurance Company $2.00 per 100; 81.25 per 00 
SIGHANTON, H. ¥. “A BANKING PROPOSITION or TWO METHODS OF SAVING” 


=e Price $5.00 per 1,000; $3.00 per 500 


C. MERWIN TURNER (With Imprint on Lots of 5,000 or over) 
801-2 Dun Building, 290 Broadway NEW YORK, N. Y. “DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


SCRANTON || 0 tessntigst cite 


Price $1.50 per 100; $1.00 for 50 


LIFE =. 


Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 


Lf, WRITE FOR INFORMATION 
=a JOS. G. BROWN, President 
ed CHAS. W. GOLD, Sec'y and Supt. Agencies 
P. D. GOLD, Jr., Vice-Pres. and Gen. Mgr. 





























Wants a good man, NOW, for im- 

; ‘ The above pamphlets are productions of articles appearing 
portant well-paid work. Address in past issues of THE EASTERN UNDERWRITER, or for which 
with references we are agents. 


Samples of any or all of the above sent upon receipt of 25c. 
postage. 
Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 


WILLIAM E. NAPIER, Secretary 
SCRANTON, PA. 























